











LEADING LIFE INSURANCE WEEKLY UGS. 192% 





~ 





Vita cliOiGlagldaselics 


LIFE INSURANCE EDITION 


In Two Parts FRIDAY. AUGUST 2, 1929 


MISSOURI 
STATE 
LIFE 


The Progressive Company 





First Six Months 1929 


32% Gain 


in Paid-for Business 


1929 (To June 20) $166,089,195 
1928 (To June 20) 125,268,187 


Gain for Period $ 40,821,008 





—and this despite the outstanding 
record of 1928, the greatest year in the 
history of the Company. 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 

















Admitted Assets Over 
$131,000,000.:00 


Insurance in Force Over 


$1,200,000,000.00 
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and successful salesmen have told how 

they do the trick, but the whole process 
can be boiled down to three words: tapping 
personal interest. These three words can be 
restated in different ways but the fundamental 
principle is that the best way to get around 
sales resistance is by using the human inter- 
lest appeal. For this reason the Life Insurance 
Distributions Number of THE NATIONAL UNDER- 
wriTER, which will be sent to all subscribers this 
week, is uncomparable as a canvassing aid in 
selling life insurance. The agent who takes 
his copy of the paper and shows his prospect 
that William Smith (who lived in the same 
town) left a certain .m of life insurance to 
his wife and three ch « ren when he died last 
iyear, is bound to get ne prospect’s interest. 


Pen HOLOGISTS have analyzed selling 


N the first place the prospect is only human 
and the finances of his fellow beings inter- 
est him. Everyone is interested in how much 
his neighbor makes, or what he paid for his 
new house; everyone is a busy-body at heart. 
Death also makes a man think. Who hasn't 
gone to a funeral and while sitting there wait- 


Showing List 








Features of 
Notable Compilation 


| Life insurance payments made in the 
United States and Canada in 1928. 


Largest individual payments. 

Rank of leading cities by total amounts 
| paid. 

Payments in cities listed by states. 


State totals and populations, ranks 
compared. 


Names of policyholders, by states, 
cities and amounts. 


Chart of total distributions by states. 




















ing for the ceremony to begin thought of his 
own past and future? The serious aspect of 
life is brought to the surface, responsibilities 
hecome apparent and the adversities of life 
evident. 

Thus the agent by showing his prospect this 
Life Insurance Distributions Number gains his 
interest and also gets him in a serious mood 
‘o consider his responsibilities and the bur- 
dens which life insurance can lighten. The 
agent then should call attention to the family 
ot the man who has left the life insurance. 
Are they living happily? Does Mrs. Smith 
have to work? Is she able to care for the 
children properly? I$-the older boy working 
stead of going to school? Nitmerous ques- 
tions along this line can be considered. 


HE bright side should be pictured also. 
mene 's John Jones, for example, who left 
>. in life insurance to his family. To pay 
“a outstanding obligations and take care of 
bly nearly,» on the family residence proba- 
shoe $5,000. With the balance of $25,000 
" sted at 5 percent, the family is given an 
nnual income of $1,250 or about $100 a 
month. Of course that isn’t so very much 


compared with Mr.-Jones’ salary when he-was ~ 
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of 


living. But if Mr. Jones used the settlement 
options offered by the insurance company his 
family would get a larger income while the 
children were small and dependent upon their 
mother and then later, when they were grown 
and they could aid the mother, the income 
would be decreased. 


AYBE the prospect will not consider 

$30,000 a very large sum, but according 
to this compilation there are only 1,360 men 
who left life insurance of $30,000 or over in 
1928, and when that small number of men is 
compared with the very large number dying 
each year leaving financial responsibilities, it 
demonstrates very clearly the field which life 
insurance still has to develop in this country. 


EWS makes a sales talk or an advertisement 

interesting. Motor car manufacturers put 
out new models not because the old model is 
out of style but in order to give their salesmen 
and advertising men something to talk and 
write about. Newspapers realize the news 
value of the material in this Life Jnsurance Dis- 
tributions Number. It takes the girls in charge 
of arranging THe NatioNAL UNDERWRITER’S 
scrap books, weeks to get the myriad of clippings 
of items telling about this number that appear 
in the newspapers all over the country, classi- 
fied and pasted in. 

Life insurance agents should recognize the 
value of this news and use it accordingly. 
“Have you seen the list of life insurance pay- 
ments made in United States and Canada last 
year?” and “Did you see that Herb Johnson 
left $35,000 in life insurance?” make pros- 
pects sit up and listen. 


HE average person’s imagination is not very 

elastic. It is the duty of the salesman to get 
his prospect to use his imagination, to get him 
to picture himself in the situation the salesman 
portrays. It is not good psychology to talk 
“When you die” to a man. It is much more ef- 
fective to talk about his neighbor dying or his 
neighbor who has died. In this manner an 
analogy can be drawn. If the prospect is a 
grocery man the salesman can point out in the 
Life Insurance Distributions Number the name of 
a grocery man or some other tradesman who has 
died and left life insurance. The prospect can- 
not help but compare the dead man’s situation 
with his own, especially since he was in practi- 
cally the same business. Comparisons can be 
easily drawn and soon the prospect is talking 
about his own affairs in an intimate manner with 
the salesman. Thus the weaknesses in the pros- 
pect’s financial structure are disclosed and the 
salesman can determine the most effective ap- 
proach to use in selling the man insurance and 


, drawing up a program to present to him. 


HERE is also other valuable material in this 

Life Insurance Distributions Number which 
can be used to great advantage in soliciting busi- 
ness. There are a number of reproductions of 
checks which were paid to beneficiaries of life 
insurance policies. In a number of cases it is 
shown where men were killed in accidents and 
their wives and children were paid double the 
amount of the policies. There are many other 
interesting stories connected with these checks. 

It is such instances as these when pointed out 
tothe prospect that arouse his interest and gets 


NATIONAL UNDERWRITER CO., : 
j A-1946 Insurance Exchange, Chicago. r 
1! Gentlemen: 
; Please send me ........ copies of your “Life 1s 
1 Payments Localized” number. I enclose $.. a 
in payment. : 
! 
| 
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Payments Great Aid 
in Selling Life Insurance 


him to thinking about life insurance. Within 
these pages there are two quotations from out- 
standing men in public life, President Hoover and 
Calvin Coolidge. Both of these men have paid 
unusual tribute to life insurance and the service 
it offers to the general public. When a prospect 
reads tributes such as these he cannot help 
but realize the important function that life in- 
surance plays in the lives of American people. 


Every General Agent Should Provide 
His Producers With This Invalua- 
ble Soliciting Aid! 


PRICES FOR EXTRA COPIES 


of the Life Insurance Distributions 





number 





LO a ree $ .75 
50 Copies @ 50c.............. 25.00 
100 Copies @ 45c.............. 45.00 
obmets 86.00 





| 200 Copies @ 43c...... .. 














HE average man is also interested in the large 

life insurance payments made. The prospect 
may not be rich himself, but the fact that Rod- 
man Wanamaker died and left nearly $6,000,000 
in life insurance makes him realize that his $5,000 
is a very measly sum. Or the item that Benja- 
min Dansard, a Detroit real estate man, left $4,- 
510,000, will catch his interest. Everyone who 
ever saw a yellow cab will be attentive when 
he finds that Charles W. Gray, one of the 
pioneers in the Yellow Cab Company of Chi- 
cago, who was thrown from his riding horse 
last year, left over $700,000 in life insurance. 


NOTHER of the features of this year’s Life 
Insurance Distributions Number is a map 
showing the life insurance distributions by states, 
which occupies the center pages of the book. It 
gives a graphic illustration of the place the life 
insurance institution occupies in the affairs of the 
country. 

All and all this tabulation makes an impres- 
sive exhibit to show the prospect for life insur- 
ance. It shows that life insurance companies are 
not only receiving premiums but also are actually 
paying out large sums in death claims. It makes 
the intangible tangible, it makes a man consider 
his life insurance policy as something real and 
not just a vague contract that he must method- 
ically pay premiums with the same inevitable un- 
enthusiastic attitude that he has towards his 
taxes and his contributions to charity. 


Order Your Copies Now—the Supply 
Is Limited! 


oe See SSS SS SSS SO SCOCSCSEASECOCVIIS 
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The Pan-American Salesman Says:— 


“I’m always glad when I hear someone say they never heard of the 
Pan-American Life Insurance Company, because it gives me an oppor- 
tunity to tell a story of romance and of courage; a story almost stranger 
than fiction. ; 


“The Pan-American was organized and started business in March, 
1912—just a little more than seventeen years ago. In that short span of 
years, it has made a most remarkable record. Listen to this — $180,000,- 
000 of Life Insurance in force; $23,000,000 of Assets; $2,200,000 Capital 
and Surplus; 750 representatives operating in 37 states and countries. 
There must be some reason for such success!” 


One of the reasons is because Pan-American representatives are 
happy. They are working under ideal conditions. They have policies 
which meet every need; they have prospects furnished by our Sales Plan- 
ning Department; they have a knowledge of their business obtained 
through our Divisional Schools of Instruction; they have the support and 
cooperation of every person in the Home Office: they have liberal sched- 
ules of commission. 


* * * 


We have available territory in the following states. If you feel you 
can measure up to Pan-American standards, we'd like to hear from you. 


Ohio, Illinois, Tennessee, North Carolina, West Virginia, Missouri, 
Virginia and Georgia. 


ADDRESS 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, E. G. SIMMONS, 





“You Never Heard of My Company?— 
Well, Let Me Tell You About It!” 


PAN-AMERICAN LIFE INSURANCE COMPANY 


President Vice-President & General Manager 
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arm Loans Are 
in Better Shape 


jucation of Farmer to Modern 
Methods Seen as Hope of 
Future 


AJOR ISSUE OF COUNTRY 


‘Life Companies, With Vast Farm Mort- 
> gage Investments, Are Optimistic 
of Outcome 


' By E. J. WOHLGEMUTH 
© SEATTLE, Aug. 1.—There is no 
bd . . ° . 
more interesting subject before life in- 
wrance than that of the investment of 
Assets in farm mortgages. A few years 
Mago a decided tendency set in among 
e larger companies to go in for this 
Hype of investment. Such old time farm 
Hoan companies as the Northwestern 
MMutual, Union Central, Aetna Life and 
Mothers were joined by the Metropolitan, 
Prudential and others, while the 
Hyounger companies of the west took to 
#hem from the start. 
| After they were all pretty well in 
ame the unprecedented farm slump, 
Which was expected to be temporary 
but which has proved to be permanent 
Mending reorganization and readjust- 
ment of the whole farm industry. This 
ill take at least several years to work 
ut, 
4 Process of Education 
4 , ; : 
» lt is primarily a process of the edu- 
Mfation of the farmer into a business 
— Pan, wrapped up with cooperative mar- 
ecting and purchasing. The final solu- 
PP is not yet in sight, but the atten- 
ion of the country is being focused 
pon the problems involved. 
It is not known definitely what pro- 
Portion of the approximate 6% billions 
f farm loans are held by the life com- 
anies, but it is a large one. The 12 
ederal farm loan banks are said to 
old about 25 percent or $1,600,000,000. 
me here are various loan companies and 
peanks which represent many foreign 
end eastern investors. 
Western Loans Were Favored 


i Anan 
















In the northwest region there is con- 
iderable Holland and Scotch money as 
ell as Vermont, Hartford, Boston, etc. 
tstern farm mortgages have long 
een a favorite investment with New 
‘ngland people. For the first time in 
istory have well selected farm mort- 
ages shown any considerable percent- 
8¢ of foreclosures. 

he Seattle farm loan bank now has 
100 farms on which it has foreclosed, 
br about $9,000,000 out of something 
pyer $130,000,000 invested. This one 
= covering Washington, Oregon, 
and part of Montana has as many 
3 “al the other farm loan banks put to- 
Bether, 

Until farming “comes back” 
(CONTINUED ON PAGE 21) 
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Justifies Special Tax Plan 


Joint Congressional Committee Submits Final Report 
on Method of Levying on Companies, Supporting Old 
Contention of Underwriters, but Raising Ante 





The long contention of life insurance 
men that taxes on life companies merely 
are an added burden on policyholders 
was given strong endorsement last week 
by no less authority than the joint con- 
gressional committee on internal revenue 
taxation in a special report on life insur- 
ance taxation which concluded that the 
companies must have special treatment 
in tax matters. 

Four major points were made by the 
joint committee as follows: 


Reports Four Conclusions 


1. Tax on the companies will un- 
doubtedly be borne by policyholders, 
many of whom have small incomes and 
have turned to life insurance for invest- 
ment rather than to stocks of domestic 
corporations. 

2. Life insurance companies pay a 
large amount of state and local taxes, 
licenses and fees, it being estimated that 
this sum in 1927 including premium and 
real estate| taxes for all legal reserve 
companies amounted to $51,460,000. 

3. The sudden and large change in 
tax on life companies would affect value 
of the contracts in force because in the 
making of these contracts the com- 
panies estimated federal taxes over a 
long period in the future. 

4. Life insurance as a whole has per- 
formed an “enormous service” to the 
country, reducing pauperism and encour- 
aging thrift, and when it is considered 
that the income tax law entirely exempts 
from) tax certain charitable and coop- 
erative institutions and gives special re- 
lief to the mining industry and to 
income from building and loan associa- 
tions, it appears evident that reasonable 
relief should be given life companies, 
which now are nearly all mutual or on 
a mutualized basis. 


Proposes Tax Increase 


The committee, which recently sub- 
mitted a tentative report recommending 
a taxation method which would have re- 
sulted in payment by life companies of 
$26,605,000 tax in 1927, declares in its 





final report that a proper tax on the | 


proposed basis for the same year would 


range between $24,300,000 and $29,600,- | 


000. 

Maximum and minimum determina- 
tion methods are proposed, the first ap- 
plying a 5 percent levy—the normal rate 
on individuals instead of the corporate 
rate—on gross income, interest, divi- 
dends and rents, and capital gain, or a 
net taxable 


| local taxes, 


for income tax pur- 
poses. This is certainly a serious ques- 
tion, when revenue of approximately 
$385,000,000 has been lost by such spe- 
cial treatment in the last eight years, or 
approximately $48,000,000 per year. 

“However, it appears that there are 
excellent reasons why special treatment 
should be given, although not neces- 
sarily the same special treatment that 
is now provided for. 


special treatment 


Borne by Policyholders 


_ “The first reason is that a tax on the 
insurance companies will undoubtedly be 
borne by the policyholders and out of 
65,000,000 policyholders, at least 62,000,- 
000 are exempt from income tax as in- 
dividuals. In other words, a federal 
income tax on insurance companies 
amounts to collecting a tax at the source 
from 65,000,000 individuals, 62,000,000 
of whom are tax exempt under our the- 
ory of taxation on individuals. Of 
course, this is not different from the re- 
sult of taxing corporations at the source 


which may also affect individuals who 
pay no income tax. 
“Nevertheless, statistics prove that 


persons with very small incomes turn to 


insurance rather than to investment in 
the stock of domestic corporations. The 
taxation of profits from insurance in- 


vestments at the source, therefore, a 
particularly inequitable case re sulting 
from the defect in our income tax law, 
which does not permit of the refunding 
of taxes improperly collected at the 
source to the individual as provided for 
in Great Britain. 


is, 


Result Is Indirect Tax 


“It appears, therefore, that a tax ol 
12 percent on the net investment earn- 
ings of an insurance company results in 
an indirect tax at this rate on the policy- 
holder, who pays no income tax in the 
great majority of cases. 

“A second consideration to be kept in 
mind is the large amount of state and 
licenses, and fees paid by 
the life insurance companies. It is esti 
mated that for the year 1927 such tax, 
including premium taxes and real estate 


taxes, for all legal reserve companies 
amounted to $51,460,000. Now, the fed- 
eral tax finally levied for 1927 will 


amount to about $13,460,000, so that it 


| is evident that the state and local taxes 


income of $591,121,000 on | 


the basis of 1927 figures, and the mini- | 


mum method being the corporate rate 
of 13% percent applied on a net taxable 
income of $180,063,865. 


Minimum Method Better 
It was declared in the report that use 


of the minimum determination method | 


would not make the tax fall on policy- 
holders. 

The report in part follows: 

“The question arises as to whether | 
life insurance companies are entitled to’ 


are nearly four times the federal tax. 
“In the third place, it should be re- 
membered that the insurance business 
may be said to consist of the making 
of long-term contracts with the policy- 
holder. If the tax was increased too 
greatly it might even affect the stability 


| of the life insurance companies. 


“Finally, looking at the life insurance 


| business as a whole, it must be admitted 


that it has performed an enormous serv- 
ice to the country. It cannot well be 
denied that life insurance has reduced 


| pauperism and encouraged thrift. 


giving 
treat- 


“If it is decided to continue 
life-insurance companies special 
(CONTINUED ON PAGE 21) 





Northwest Now 
“Nearer” to East 


Air Mail Helps Pacific Companies 


Expand Over Wide 
Area 


ARE NO LONGER ISOLATED 


Unusually Fine Organizations Discov- 
ered in Tour of States on 
Frontier of U. S. 


By E. J. WOHLGEMUTH 
ATTLE, 


tending air 


SE Aug. 1.—The rapidly ex- 


mail services are bringing 
the Pacific coast into quicker communi- 
the 


more 


east and soon it will 
to te 


Chicago from Pacific coast points than 


cation with 


mean no communica with 


at present to do business between Chi- 
York. 


coast 


cago and New 

The life 
working east and are ceasing to feel the 
held them pretty 
much to their own region. 


Pacific companies are 


isolation which has 


Are Working Eastward 


The three larger companies of the Pa- 


cific northwest, or four, if you count 
the Montana Life of Helena, are all 
looking to eastern development. The 


New World Life of Spokane is already 
in some of the eastern states. 

The largest, the Northern Life of 
Seattle, is making great strides and has 
just recently occupied its 26-story new 
building which has been classed by an 
eastern authority one of the four 
most beautiful office buildings of the 
country. The Northern Morgan 
family creation—not J. P., D. B. 
and D. M.—and President D. B. Mor- 
gan sits in his 23rd-story office in the 
tower of the Northern Life building 
with probably the finest view of any 
office in all America, on the walls: of 
which hang original paintings by first 
class artists. 


as 


1S a 
but 


Splurged Just Once 


The Northern Life is not a high pres- 
sure company, quite the contrary, but 
for once it splurged just a little in fitting 
up the president's office. The company 
has the confidence of the financiers and 
people of the Pacific Northwest and has 
built conservatively if aggressively. 

Just the Samuel family has built 
the Oregon Life down in Portland, the 
Morgans built the Northern. Both 
were of life insurance stock. The elder 
Morgan came across the plains in the 
gold rush and even took part in the 
Australian gold rush, but Cincinnati 
was the eastern home of the family, 
where they were engaged in the print- 
ing business and D, B. Morgan was 
born there. 

D. M. Morgan Now Dead 
His brother, D. M. Morgan, 


part in the upbuilding of the 
(CONTINUED ON PAGE 
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Detroit Life Adding 
to Its Capital Funds 


COMPANY EXTENDS ITS LINES 


Backed by Moss Interests It Has 


Added Many to Its Board 
of Directors 


At a meeting of stockholders of the 
Detroit Life, which is now owned by 
the Union Indemnity interests, the capi- 
tal funds were increased to $1,000,000. 
W. Irving Moss and Mike M. Moss of 
New Orleans, president and senior vice- 
president of the Insurance Securities 
Company, the holding company, were 
elected president and senior vice-presi- 
dent of the Detroit Life. Jerome Saltz- 


stein, formerly of Milwaukee, and Paul 
Korfman were elected executive vice- 
presidents. They will be in charge of the 


head office of the Detroit Life. The De- 
troit Life has entered a number of states 
other than Michigan, it having only op- 
erated in its home state since it started 
business until this year. With increased 
funds and a greater organization, taking 
advantage of the plants of the affiliated 
companies, it will be able to accomplish 
much more. It has $76,000,000 insurance 
in force. 
Directors of Detroit Life 


Directors and their affiliations are as 
follows: Edward C. Mahler, vice-presi- 
dent First National Bank, Detroit; Em- 
mett F. Connely, vice-president Detroit 
& Security Trust Company, Detroit; 
Henry M. Butzel, Butzel Levin & Win- 
ston, Detroit; Isadore Levin, Butzel 
Levin & Winston, Detroit; Luther D. 
Thomas, president Fidelity Trust Com- 
pany, Detroit; G. Hall Roosevelt, vice- 
president, American State Bank, De- 
troit; Lawrence P. Smith, Bennett 
Smith & Co., Detroit; Charles Roehm, 
Roehm & Davidson, Detroit; George F. 
Carroll, treasurer Detroit Paper Com- 
pany, Detroit; Jerome C. Saltzstein, ex- 
ecutive vice-president Detroit Life; Paul 
Korfman, executive vice-president De- 
troit Life; Morris Fishman, vice-presi- 
dent Detroit Life; P. H. O’Brien, attor- 
ney, Detroit; Dr. H. R. Carstens, medi- 
cal director Detroit Life; Earle 
Brown, attorney, Lansing, Mich.; Ed- 
ward C. Mitchell, Eagle River Fuse 
Company, Houghton, Mich.; W. Irving 
Moss, president Detroit Life; Mike M. 
Moss, senior vice-president Detroit Life; 
Henry Weissenborn, vice - president 
Union Indemnity; R. S. Hecht, presi- 
dent Hibernia Bank & Trust Company, 
New Orleans; W. W. Bouden, vice-presi- 
dent Whitney Central Trust & Savings 
Bank, New Orleans; Sidney W. Souers, 
vice-president Canal Bank & Trust Com- 
pany, New Orleans; John Legier, presi- 
dent American Bank & Trust Company, 
New Orleans; J. R. Peulicher, president 
Marshall & Illsley Bank, Milwaukee; 
John M. Thayer, Curtis & Sanger, Bos- 
ton; A. D. Geoghegan, president Sesson 


Oil & Snowdrift Company, New Or- 
leans; P. H. Saunders, Saunders Son & 
Co., New Orleans; Horace Brownell, 


treasurer Insurance Securities Company, 
New Orleans; Charles Leftwich, secre- 
tary Vaccaro Brothers & Co., New Or- 
leans; R. E. Kennington, president R. E. 
Kennington & Co., Jackson, Miss. 


TWO WESTERN PRESIDENTS 
BECOME WALTONIANS 


Two western life insurance presidents 
left this week for an island in the lake 
region on the boundary between Minne- 
sota and Canada, they being President 
R. W. Stevens of the Illinois Life of 
Chicago and President O. J. Arnold of 
the Northwestern National Life of 
Minneapolis. Both men are very close 
personal friends. Mr. Arnold was for- 
merly secretary of the Illinois Life and 
is still a director. 

















Made Vice President 














PERCY H. EVANS 
Percy H. Evans, actuary of the 
Northwestern Mutual Life, has been 


elected to the office of vice-president, 
now holding the title of vice-president 
and actuary. He is one of the eminent 
actuaries of the country. He started with 
the Northwestern as a clerk in the actu- 
arial department in 1889. He went to 
San Francisco in 1896 as an agent and 
editor of an insurance paper. He re- 
turned to Milwaukee in 1901 and was 
made assistant superintendent of agen- 
cies. He became associate actuary in 
April, 1915, and actuary later in the 
year. He served as president of the 
American Institute of Actuaries. Mr. 
Evans is an all-round man, owing to his 
experience in the agency as well as the 
actuarial department of his company. 
He is a native of California, having been 
born in San Diego, Nov. 9, 1873. He 
graduated from the University of Mich- 
igan, 


CONCLUDED TRAINING SCHOOL 


Penn Mutual Life Has Made Excellent 
Record in the La Bounta Gen- 
eral Agency 


The Penn Mutual Life has concluded 
a two weeks’ training school in its Min- 
neapolis-St. Paul agency. It was under 
the direction of D. Osborne Bethea of 
the home office educational department. 
Mr. Bethea was assisted by Leon W. La 
Bounta, general agent, and Supervisors 
Wade C. Bland, D. Roy Finnegan, Nor- 
man H, Reuterdahl and Hazel Read. 

Although the major portion of the 
time was spent in class work, the mem- 
bers of the agency found time to write 
$407,000 of new business during the two 
weeks, 

Mr. LaBounta has just concluded his 
first 12 months in the Minneapolis agen- 
cy, and has obtained some very sub- 
stantial results during his first year. 
The paid for business in the agency from 
July 1, 1928, to July 1, 1929, amounted 
to a little more than $4,750,000, which 
represents an increase of 300.8 percent 
over the preceding 12 months. The 
agency’s paid for business in June was 
$663,626, an increase of 413 percent over 
the corresponding month of 1928. 


Canadian Company Changes Name 


By an act passed at the late session of 
the Canadian parliament, the name of 
the Dominion of Canada Guarantee & 
Accident Insurance Company is changed 
to the Dominion of Canada General In- 
surance Company. Authority is given 
to increase the company’s. capital stock 
to $6,500,000. The life insurance busi- 
ness of the company, authorized by by- 
law adopted in 1924, is limited to non- 
participating business. The company is 
43 years old, and writes most of the 
casualty lines, to which life insurance 
was added in 1924. 





Summer 5S Suggestions for 








Life Insurance Agents 





Travele 
The New York Life gives some ex- | of the big hotel by the lake or -seashop Men 
cellent suggestions for summer time | to the proprietor of the corner dry. 
sales and prospect sources. It furnishes | store, is making money. 
eight tips of advice that are well worth 5. In most of the cities the cour 
heeding. They are: are closed in summer—and if there 
1. Make’no excuse or apologies for | one time in the year when lawyers hay. ff DUDL 
interviewing a new prospect even if it | free time to listen to the value of | 
is the hottest day of the year. Swing | insurance protection it is during 
right into the interview with just as | summer months. Trained 
much force and just as much certainty 6. Many “commercial” salesmen 
as if the mercury were hugging the bot- | not travel their territories during ty tered 
tom of the thermometer. To apologize | summer months. This makes a go 
for bothering a man on a hot day gets | prospect of the salesman who has mor 
the interview off to the wrong kind of a | time than he knows what to do with 
start. and a better prospect of the de: wting W 
2. During the summer, competition | doesn’t find a long line of salesmen wait. Many 
is not so keen and the salesman who | ing each morning for advice. lraveler 
calls has a better chance to close. By * * * ago ter 
this we mean many salesmen think the 7. The same condition is true 4 inoves 
prospect is out of town, or playing golf, | many wholesale and jobbing lines—th tel 
or watching the ball game, so they de- | chief clerk who next September y effective 
cide to do the same thing. Statistics | have his luncheon brought to his de if Fred 
show however that only a small percent | to save time, has time during the sun more sit 
of the people are out of towm at one | mer months to talk life insurance af post of 
given time. The others are prospects. long as the agent desires. i E 
Even if they are out of town the aver- 8. The golden summer hours are = = 
age vacation period is but two weeks. the early morning. The hours betwee supervisi 
* ¢ ¢ eight and eleven. The irritations of th Men o 
3. During the summer you will find | day have not yet begun to cut into you ance are 
the applicant's sales resistance is down | nervous energy, or that of your pro- MM cluding 
a bit and in any number of cases men| pect. Minds are alert ‘and fresh, a Louisvill 
who were always too bus~ to talk, will | early morning appointments will pro City, Ck 
welcome you as a good excuse to lean | vide the favorable atmosphere for th Prancisc: 
back and forget work during the inter- | interview. A part of the cool evening George 


view. after the sun goes down is also a gow R I. Tr 














4. The summer resort territories are | time to catch the clerical man at hom Ind. an 
doing an exceptionally active business | and he will have more time to talk t Haven, ( 
this summer. Everyone, from the owner | you. BS Gon 

a —————————— Rapids, 
former a 
Substituted Question Pass $6,550,000,000 Mark were rec 
. . 
on Disability Clause on Seventieth Birthday," 
and ser 
‘ me 

ALBANY, Aug. 1—The following Following the totalling of insurance Philadely 
letter regarding proposed standard pro- | on its books at noon Friday as one dj “?Po!nt™ 
visions for total and permanent dis-| the ceremonies in observing the com went wi 
ability benefits in connection with life | pany’s 70th anniversary, Thomas | nected w 
policies was mailed by Superintendent of Puineen, president of the Equitabk nearly 1 
Insurance Conway to life companies: Life of New York, announced that it associate 

Referring to my circular letter of | outstanding insurance had passed the | Henry 
June 29, I wish to advise that one of ! $6,550,000,000 mark. Of this amoutt the com| 
the companies has suggested that a | $360,000,000 has been written since the issistant 
fairer expression of opinion would be| first of the year. change 
obtained if question No. 3 in the — Starting with less than 300 policy: ontinue: 
sane peep lw ety Ray Mag pally oar holders in 1859, the Equitable now has — ‘ 
if the suggested amendment referred to | on its books the RAMCS of oes 2,000" y R “= 
therein should be adopted, the present , policyholders. A review of the past enjan 
definition of total disability would be ex- | years reveals an increased rate of grow! minted ¢ 
cluded. It is my desire to obtain infor-| in outstanding insurance as well as 4 (ce 
mation on every possible angle of the increase in volume. At the end of 194 — 
subject. I would therefore appreciate | the Equitable had $1, 494,000,000 insur- — 
your replying to the following question 


ance in force but not until 1919 was the R 


in addition to the eight questions con- two billion mark reached. In the follow- 


tained in the questionnaire. : = = 5 seas é 
(9) Do you favor allowing each com- | "8 SIX years another two billion wa 
pany to choose between the definition of | added but only a little over three and 3 


half years were required to add the net 
two billion which carried the Equitable 
beyond the six billion mark. 
Acceleration of business during th 
anniversary year is ascribed by Mr. Pa 
kinson to increased public aj »preciation 
of the value of life insurance and to the 
fact that during the current anniversé 
month over 700,000 persons living with 
the United States were solicited for ® 
surance by Equitable representatives. 


New War Risk Ruling 


Premiums paid on war risk insuratt 
that has been: canceled for fraud 2 
not be refunded, Comptroller General | 
R. McCarl-has ruled in Washingtot 
The decision was rendered to the dite 
tor of the Veterans’ Bureau and will 
used as a précedent in all cases © the 
sort that are pending or which wr 
hereafter come up. According to 
cials, Albert H. Hundertmark, form 


total disability as set forth in provision 
(1) of the joint report of the two spe- 
cial committees and a definition of total 
disability providing that the insured will | 
be regarded as totally disabled when, by 
reason of sickness or accident, his 
earned income is reduced to 25 percent 
(or some smaller percentage) of what 
he earned prior to his sickness. 


NATIONAL LIFE, U. S. A. 
HAS TWO BIG MONTHS 


In May, which was designated as 
“Johnson Month,” the National Life, U. 
S. A. produced a volume of business 
greater than. had° been written in any 
previous month in*its history. This rec- 
ord was followed*by the production in 
June of more business than had ever 
been written by the field force in any 
previous June. June was set aside as 
“Webb Month” in honor of Walter E. 








Webb, vice-president. The educational | soldier, permitted his term insurance ° 
course recently established by the com- | lapse and then reinstated it, but 49 “Fe 
pany as well as the recruiting and super- | amination was said to have disclose! 
vising plans developed for agency man-| that this reinstatement was effect 





through fraud in concealing and miste? 


agers have proven a substantial factor 
resenting his physical condition. 


in increased production. 
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Chicago Force 
Is Reorganized 
Travelers Drafts Experienced 


Men From All Over United 
States 


DUDLEY REMAINS CHIEF 


Trained Managers from Widely Scat- 
tered Branches Sent to Care for 
Increasing Production 


Many changes in personnel of the 
ravelers life department in the Chi- 
wo territory made necessary because 


f increased volume of business become 
effective Aug. 1, including advancement 
{ Fred L. Mason, Jr., manager at Balti- 
more since the middle of 1925, to the 
yost of first general assistant to Man- 
ager E. B. Dudley, who 
supervision in the territory. 

Men of wide experience in life insur- 
auwce are being brought to Chicago, in- 
‘uding Franklin Toops, manager at 
Louisville; Amos C. Sterner of Kansas 
City, Charles W. Y. Loucks of San 
Francisco, Arthur J. Johnson of Seattle, 
George W. Watson of Providence, 
Rk. L, Tyrrell R. Miller of South Bend, 
Ind, and Douglas S. Perry of New 
Haven, Conn. Promotions of Benjamin 
H. Groves, former manager at Cedar 
Rapids, Ia., and Frank Wiglesworth, 
iormer assistant manager at Louisville, 
vere recently announced. 

Mr. Mason has been connected with 
the Travelers for more than nine years 
and served as assistant manager at 
Philadelphia for three years prior to his 
appointment in Baltimore. Before he 
went with the Travelers he was con- 
nected with a large business concern for 
nearly 10 years, and prior to that was 
associated with his father in insurance. 

Henry E. Tank, who has been with 
the company more than 20 years, and 
assistant manager of the Insurance Ex- 
hange branch at Chicago since 1913, 
ontinues as general consultant and in 


has general 


harge of brokerage business in the 
territory. 
Benjamin H. Groves, who was ap- 


inted assistant manager in the Insur- 
(CONTINUED ON PAGE 24) 





EDWARD B. DUDLEY 
Manager 





Common Stocks Investment 





Life Insurance Company Executives Comment on the 
Question That Has Arisen in Regard to Extending 
the Field for Use of Trust Funds 





There is much discussion these days 


over whether the investment for life in- | 


surance companies should be widened 
and statutes be enacted to enable the 
companies for instance to purchase com- 
mon stocks that have a dividend paying 
record, 
keen in some respects. 


closest attention. 
WRITER queried a number of officials as to 
their views on permitting companies to 
invest in securities of this character. 
Some of the replies follow: 
Large Company Viewpoint 
The 


Says: 


president of a large company 


ably would not ultimately be worth the 
paper on which the obligation was writ- 
ten. In other words, the intelligence 
and fidelity of the finance committee of 


| the life companies is, after all, the thing 


The agitation has become quite | 
Life insurance | ; 
officials are giving the matter their | WTtten 
THE NATIONAL UNDER- | 


that makes them succeed financially. 
“If some strictly limited provision was 
into the statutes of this state 
with regard to common stocks, of 
course no company would have to take 
advantage of it unless they saw fit to. 
If it did not appeal to the finance com- 
mittee no money would be invested as 
a result of it. I think most of the com- 
panies of New York would be slow to 


take advantage of any such opening. A 


“The question of whether life com- | 


panies in the United States ought to be 
permitted to invest at all in common 
stocks is of course a part of the ques- 
tion of how far state control of invest- 
ments by life companies should go. It 
is generally admitted, I think, that it 
would not be wise to remove that con- 
trol entirely, although it is probably true 
that some companies would remain per- 
fectly solvent and would be financially 
more prosperous if such control were 
entirely withdrawn. 

“I confess I would not know how to 
draft a law under which life companies 
might invest in common stocks. It is 
easy enough to point out individual in- 
stances—but a law cannot be drawn to 
cover individual instances. It is true, 
of course, broadly speaking, that pre- 
ferred stocks are subject to about the 


same peril that inheres in common 
stocks and are without the possibility 
of profits which inheres in common 


stocks, yet I believe the law passed in 
New York a little over a year ago per- 
mitting the life companies to invest in 
certain preferred stocks was a good law. 
Work of Finance Committee 


“The more I see of restrictions on 
life companies’ investments by the state 
the more I am inclined to feel that 
they after all do not amount to very 
much. It is hardly an exaggeration to 
say that the finance committee of this 
company could make all the invest- 
ments of any year in bonds that were 
technically within the law and prob- 





life insurance company ought not to 
speculate. No company in New York 
can speculate. There are a few brilliant 
examples outside of New York of suc- 
cessful speculation, but the last chapter 
in that story has not yet been written.” 


Security Mutual of New York 


President D. S. Dickenson of 
Security Mutual of New York says: 

“I would favor a law permitting the 
investment of a small percentage of the 
assets in the very highest grade com- 
mon stocks. I believe that any law per- 
mitting investments in common stocks 
by life companies should be well re- 
stricted.” 


the 


New York Viewpoint 

A New York president says: 

“It is somewhat difficult to properly 
answer the question whether life com- 
panies should be permitted to invest in 
common stocks. Such investments dur- 
ing the last few years, under the pre- 
vailing unusually favorable business 
conditions, have proved very attractive 
and gained wide favor. The striking 
success had with such investments by a 
Canadian life company has further put 
stock investments into the limelight. It 
seems to us that, before being made 
legal for limited investment of life in- 
surance funds, very careful restrictions, 
going further than those contained in 
the Canadian insurance law, should be 
made, and even then the choice of the 
stocks might rather be determined by 
a special commission fully qualified to 

(CONTINUED ON PAGE 12) 
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CAGO BRANCH 


Tax Methods Are 
Subject of Study 


Congressional Committee Finds 


Disparity Between American 
and British Systems 


U. S. LEVY DECLARED LOW 


Foreign Method Found Not Applicable 
Here Without Radical Changes 
in Laws 


Close study of the problem of taxing 
American life 
being made by the government, it be- 
came evident this week with release of 
a report by a special congressional com- 
mittee comparing the American life in- 
surance taxation with that of 
the British. 

It was pointed out that the 297 life 
insurance companies operating the 
United States in 1924 paid an income 
tax of only $9,177,000, whereas 89 life 
companies in Great Britain paid $21,- 
542,645. Financial statements and pro- 
duction of the two sets of companies 
were compared to emphasize the dis- 
parity in tax. 

U. 8. Preduction Far Ahead 


insurance companies is 


system 


In 


The report said that American com- 
panies with capital stock of $95,391,749 
and assets of $10,394,034,380, wrote $13,- 
162,445,852 insurance in 1924, whereas 
the British companies, with $147,158,- 
165 capital stock and $4,406,399,425 as- 
sets, wrote only $1,240,515,960 insurance 
in the same year. 

“It is therefore apparent that the vol- 
ume of life insurance business in the 
United States is much greater than that 
of Great Britain,” the committee re- 
ported. “Notwithstanding this, life in- 
surance companies in Great Britain paid 
$21,542,645 income tax in 1924, while in 
the United States for that year the 
amount of income tax was but $9,177,- 
000. It is therefore quite evident that 
the rate of tax applicable to insurance 
companies in Great Britain is consider- 
ably higher than in the United States.” 

The committee however found that 
the British system of taxation could 
not be applied to American companies 

(CONTINUED ON PAGE 22) 
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Still Buy Life Insurance 
Over Counter in England 





REBATES DECLARED GENERAL 


Vice-President Graham of Equitabie of 
New York Gives Results of Vaca- 
tion Observations 


Life insurance in England is largely 
bought over the bargain counter and re- 
bating as usual makes the cost inequita- 
ble between those who get large rebates 
and those who get only small ones or 
none at all, William J. Graham, vice- 
president of the Equitable Life of New 
York, comments on his return from a 
short vacation in England. Mr. Graham 
made the record run on the new North 
German Lloyd liner “Bremen.” 

Englishmen are writing more insur- 
ance than ever before, he said, and their 
companies are investing funds in higher 
interest bearing securities and making 
more money, yet they still have a long 
way to go to catch up with American 
companies, in his opinion. There is no 
agency system there comparable to the 
one in America and business is not so- 
licited in the same way. 


Difficult for Agent 


“Buying life insurance in England still 
contains much of the element of trying 
to get a bargain, both on the first and 
on subsequent premiums,” Mr. Graham 
said. “This makes it difficult for an 
agent to earn a living. 

“Life insurance companies in England 
today are changing their type of invest- 
ment from the ultra conservative consol 
type to high interest bearing investments 
outside of Britain and in the colonies, 
especially in Australia. The higher re- 
turns are materially the earnings of most 
of the British companies. Some of the 
Australian investments bear as high as 
7 percent interest, a figure high for in- 


surance investment even in the United 
States. 
“Group insurance which was_ intro- 


duced by the Equitable, is growing in 
popularity abroad—particularly group 
pension policies. This is more remark- 
able because of the disturbed industrial | 
condition of Great Britain. 

“Unemployment continues to be a 
problem. There are more than a million 
men not employed. Workingmen’s in- 
surance in England is a scheme contrib- 
uted to by employer and employe and 
the government for relatively small ben- 
efits. The new labor government is sup- 
posed to ‘be prepared to have minor 
changes made with a view to subtracting 
somewhat from the contribution by the 
workers, with a subsequent increase of 
the percentage contributed by the gov- 
ernment. The unemployment dole con- 
tinues to be a problem.” 





Pacific Mutual Plans Capital Increase 


A meeting of stockholders of the Pa- 
cific Mutual Life will be held Aug. 12 
for the purpose of approving increase of 
the capital stock of the company from 
400,000 shares to 440,000 shares of $10 
par value. The plan is to grant to stock- 
holders of record Aug. 14 the right to 
purchase one share of the new stock for 
each ten shares then held at the rate of 
$50 per share. This action is taken in 
accordance with a plan adopted about 
a year ago which provided for a 10 per- 
cent increase in the capital stock each 
year for a subsequent period of ten 
years. 


Pyramid Life Licensed 

The Pyramid Life of Kansas City, 
Mo., which started business July 1 un- 
der the leadership of John G. Hoyt, 
now licensed in Missouri, Iowa, Texas, 
Oklahoma, and Illinois, and expects to 
be licensed within the next few weeks 
in Kansas and Arkansas. Most of the 


is 











| Confer on Toronto Convention 








R. LEIGHTON FOSTER 

Leighton Foster, superintendent of 
insurance for Ontario, has been visiting 
Hartford. He went to confer with In- 
surance Commissioner H. P. Dunham, 
who is president of the National Con- 
vention of Insurance Commissioners, re- 
garding the convention in Toronto next 








coL. H. P. DUNHAM 

September. At that time the National 
Convention of Insurance Commissioners 
and the Association of Superintendents 
of Insurance in Canada, in which Mr. 
Foster is secretary and treasurer, will 
both hold meetings to consider their 


mutual problems. 








Gordon Quits New York 


| 


Department as Deputy | 


Daniel F. Gordon, 
perintendent of the New York depart- 
ment and one of the best known figures 
in state department circles in the entire 
country, has resigned as of Sept. 1. He 


| intends taking a long vacation, following 


that he will announce 
a new connection. Mr. Gordon has been 
continuously identified with the New 
York department, save for several years 
| spent as an official of the Sumner Bal- 
lard fire reinsurance companies, for over 
a quarter of a century, during all of 
which time he enjoyed the confidence of 
his departmental associates and of un- 


which it is likely 


derwriters with whom he came in con- 
tact. The death of his son, an only 
child, some time ago, was a blow from | 


which Mr. Gordon never fully recovered. 
His retirement from active service will 


be regretted by the fraternity. 
Whether he will be succeeded as sec- 
ond deputy by Samuel Macpeak, now 


third deputy, will be known only when 
Superintendent Conway announces his 
choice. Mr. Macpeak, while a compara- 
tive newcomer in departmental ranks, 
having been appointed when Terrence F. 
Cunneen retired to become manager of 
the insurance division of the United 
States Chamber of Commerce, has dem- 
onstrated his ability as a clear-headed 
official and one fitted to assume greater 
responsibilities. 


Star Woman Agent Gets 
Under the Wire Early 


Mrs. Z. Z. Brown, star woman under- 
writer of the Lincoln National Life, has 
again achieved distinction among the 
ladies, and also among a great many of 
the men, of her company by being the 
first woman representative to qualify for 
the big convention trip to Quebec which 
the Lincoln National is offering its sales 
force in June, 1930. In addition, she not 
only led all the women agents for the 
preceding month but also was listed 
eight in personal production, paid basis, 
among all the agents. Mrs. Brown 
connected with the home office agency 


is 


business written so far has been in Mis- | of the Lincoln National, Fort Wayne, 


souri. 


Ind 


| 
| 


second deputy su- | 


Tax Bureau Gives Ruling 
on Payments to Widow 


Election of a widow to 
ments for life under a trust fund rather 
than her widow's dower exempts her 
from paying income tax for a long pe- 
riod, according to a ruling just made by 
the income tax unit of the Bureau of 
Internal Revenue. Under this ruling a 
widow in a case of this sort is looked 
upon as having purchased an annuity by 


relinquishing her statutory rights and is 


not required to pay tax until the pay- 
ments to her represent the purchase 
price of an annuity that could have been 
purchased with her widow's dower. In 
the case ruled on, the widow’s income 
under the trust fund was $50,000 a year 
and she was compelled to pay the ‘fed- 
eral income tax for 1917 and 1918. It 
was estimated that the value of her stat- 
utory interest in her husband’s estate 
was $483,737, and until she has received 
this much in payments she will not be 
required to pay tax. However, the bu- 
reau ruled that the trustee who was ad- 
ministering the fund must pay income 


| tax on the money in his hands. 


Reinsurance Facilities 


| insurance to take 


for Nonprofit Concerns 


The Bankers National Life of Jersey 
City has opened a department for re- 
care of fraternals and 
mutual benefit associations. Many of 
these are unable to stem the tide owing 
to their death benefits without proper 
protection. The Bankers National has 


| been giving a study to this problem. It 


now offers an’ insurance treaty where 
it assumes liability for the death bene- 
fits and thus safeguards the association 
from disaster. The reinsurance is ef- 
fected along lines similar to group insur- 
ance. The rates ar slightly higher. The 
insurance will be issued on the whole 
life or term plan. 


Dubuque Employes Covered 


The Dubuque Fire & Marine, Du- 
buque, Ia., has secured, a group life cov- 
erage from the Prudential, covering its 
94 employes to an aggregate amount of 
$94,000. 


accept pay- 





Chamber of Commerce to 
Take Up Insurance Work 





IMPORTANT SUBJECTS LISTED 


Some of the Topics That the National 
Organization Will Investigate 
for the Public 


Regarding the insurance work of th 
United States Chamber of Commerce 
it is announced that an interesting pro- 
gram of research is being undert: aker 
The department states that many ques. 
tions affect not only the individual pol- 
icyholder but involve national econom; 
policy. The United States Chamber 
then says: 

“Some of these have to do with the 
development of more adequate insur 
ance practice to meet current require- 
ments—such as the model marine insur- 
ance law, 
aeronautical insurance. Others are ad- 
ministrative problems growing out of the 
relationship of government to insuranc: 
—special insurance taxes, promotion oj 
uniformity in legislation for the super- 
vision and regulation of insurance, and 
compulsory automobile insurance. 


To Improve General Conditions 
do with the im 
conditions wit 


through the in- 
and health co: 


“Still others have to 
provement of general 
which insurance deals, 
ter-chamber fire waste 
tests, representing the positive side 
insurance effort. More than 600 cities 
are now entered in the fire waste con- 
test and the number of cities enrolled i 
the health contest is rapidly mounting 

“In addition to these continuous ac- 
tivities, attention will be directed to the 
study of accident prevention and spe- 
cial insurance subjects. 

“This work will be carried on under 
the general direction. of the chambers 
insurance committee, of which P. W 
Fitzsimmons, president Michigan Mutua 
Liability, Detroit, is chairman. Other 
members asked to serve for the current 
year are: A. Ludlum, vice-chairma: 
vice-president Home Fire of New York 
William Brosmith, vice-president Trav- 
elers; F. Highlands Burns, preside: 
Marvland Casualty; Walton L. Crocker 
president John Hancock Mutual Lif 
R. P. DeVan, president National Ass 
ciation *. Insurance Agents, Charlest 
W. Va.; S. Huebner, Wharton Sch« 
of Pn a & Commerce, University 
Pennsylvania; James S. Kemper, pres 
dent Lumbermen’s Mutual Casualt) 
Chicago; J. G. Leigh, L. B. Leigh & 
Co., Little Rock, Ark.; Leroy A. Liv- 
coln, first vice-president Metropolita 
Life; Frederick T. Moses, presiden 
Firemen’s Mutual, Providence; Julia 
S. Myrick, Ives & Myrick, Gener 
Agents Mutual Life, New York 
Willetts H. Sawyer, vice-president A 
lied Light & Power Company, Ne' 
York; William D. Winter, vice-pres* 
dent Atlantic Mutual, New York 
George M. Rolph, manager Californ 
& Hawaiian Sugar Company, San Fra 
cisco.” 





Florida Agent Has Had 
Very Remarkable Record 


Cliff W. Earnshaw, an agent of 
the Missouri State Life at Braden- 
ton, Fla., has never had a returned 
application or a rejection. He 
started with the company Oct. 1, 
1927. He is very careful in his 
work and sells his policyholders 
intelligently. As the Missouri State 
Life says, “Mr. Earnshaw has no 
special element of the dramatic or 
spectacular in his record. It is not 
the result of a sudden brilliant 
spurt of production but is the fruit 
of common sense and straight 
thinking, consistently applied.” 
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Union Labor Life Will Go 


on General Agency Basis 


FINDS TRAINED MEN NEEDED 


—— 


Original Plan of Depending on Union 


Secretaries for Production of 
Business Unsatisfactory 


—_——_—_ 


WASHINGTON, Aug. 1.—Reorgan- 
zation of the selling policy of the Union 
Labor Life of Washington, which has 
been going on for the past year, will line 
that company up with the other big 
companies in the selling of its insurance 
through general agents and solicitors 
trained in the business of life insurance. 

That only through trained men can 
life insurance be sold in the quantity 
recessary to the continued progress of 
a big company appears to have been 
proved in the experience of the L nion 
Labor Life, which started out to sell its 
line through the secretaries of the local 


unions throughout the country. 


Only Limited Results Obtained 


While this policy was the one adopted, 
it did not by any means represent the 
attitude of all the officials of the com- 
pany, a number of whom were experi- 
enced insurance men who believed that 
it required trained agents to sell insur- 
ance in large volume. The plan, how- 


ever, was thoroughly tried out, 


and 


large amounts of insurance were sold, 
but analysis of this insurance showed 
that it did not represent a cross-section 
of the potential market, but was largely 
confined to union members who 
become interested in the project and 


outsiders who had labor contacts 


’ 


had 


had 


been connected with labor organizations 
in the past or were interested in the 


labor movement. 


Officials of the company in Washing- 
ton, when asked regarding the matter, 
had no hesitancy in saying that they be- 
lieved best results could be obtained 
through a trained force. A large pro- 
portion of the union secretaries through- 
out the country were enthusiastic over 


Handicapped by Inexperience 





were making considerable mone 


y 


the company and willing to work hard 
to sell insurance, but were handicapped 
by their lack of knowledge of insurance 
sales methods and insurance generally. 


The secretaries worked hard, but they 
could sell only those who had become 
terested in the project, and were un- 
able to overcome the objections of pos- 
sible buyers which the trained solicitor 
could easily dispose of. Again, many 
of the most enthusiastic secretaries were 
timid about approaching prospects in the 
lear that the latter would think they 


on 


the business, and so passed up some of 


the best prospects. 


The whole thing, it was explained by 
ihcials, boiled down to the fact that 
the selling of insurance is an individual 
matter and that the secretaries of the 
unions knew little about selling 


nothing about insurance. They 


V 


and 
vere 


handicapped solely by their lack of ex- 
prac- 
tically abandoned more than a year ago, 
and since then the company has been 
building up a general agency plan very 
similar to that adopted by other com- 


perience, Secretary-agents were 


pames, 


Travelers Capital Increased 


Stockholders of the Travelers at their 


meeting Monday sanctioned the 


(00 


pro- 


Posed increase in capital from $17,500,- 
to $20,000,000. They likewise ap- 


ved the amendment to the charter, 





ar 


















gas Mecreased from $15,000,000 
Present figure of $17,500,000. 








to 


p*ranted at the latest session of the state 
islature, permitting increasing capital- 
$50,000,000. The previously 
capital was $25,000,000. 
*» 1928, the capital of the Travelers 


In 


its 


Duffield to Be Speaker 
at National Convention 


PROGRAM BEING ARRANGED 


G. Gilson Terriberry Is Also Assigned 
Place on List for Meeting at 
Washington, D. C. 





Edward D. Duffield, president of the 
Prudential, will address the National 
Association of Life Underwriters’ con- 
vention at Washington, D. C., Sept. 25- 
27 on “The Mission of the Industrial 
Agent in the Era of the Second Hun- 
dred Billion.” 

Mr. Duffield graduated from Princeton 
with the degree of A.B. and later re- 
ceived the degree of LL.D. from New 
York University. As a young man he 
was active in the law and served both 
in the state legislature and as assistant 
attorney general. He entered the serv- 
ices of the Prudential Nov. 15, 1906, as 
general solicitor. His keen grasp of the 
company’s affairs resulted in his promo- 
tion seven years later to become a fourth 
vice-president and on Oct. 13, 1913, he 
was named a director. In February, 
1918, he was made vice-president and 
associate general counsel. Following the 
retirement of Forrest F. Dryden as 
president, the board of directors chose 
Mr. Duffield for that important position. 

“The Beginner in the Era of the Sec- 
ond Hundred Billion” is the subject of 
an address which will be given by G. 
Gilson Terriberry that will be of par- 
ticular interest to the new man in the 
business. Mr. Terriberry, who was for- 
mer assistant manager of the Insurance 
Sales Research Bureau, was trained to 
be a mechanical engineer and was in 
various phases of manufacturing and 
consulting work before going to the bu- 
reau. It is this background of success- 
ful business experience to which Mr. 
Terribery contributes his success in the 
life insurance business from the begin- 
ning. He has been selling life insurance 
only a little over a year and has writ- 
ten approximately $1,800,000 of business 
and his average policy has been about 
$36,000. 


Out for Presidency 


James Elton Bragg of Bragg & Allen, 
managers for the Union Central Life in 
Philadelphia, formally announces that he 
is not a candidate for the presidency of 
the National Association of Life Under- 
writers. In making this announcement 
Mr. Bragg expressed his gratitude to 
the members of the Philadelphia Life 
Underwriters Association for their gra- 
cious act of friendship and confidence 
in having proposed him as their candi- 
date for this office. It was Mr. Bragg’s 
original intention to make no _ public 
comment on the honor which had been 
bestowed upon him by the Philadelphia 
association, but he has received so many 
letters from friends in various cities in- 
quiring whether he is in fact a candidate 
that he feels impelled to state his posi- 
tion definitely well in advance of the 
convention. Mr. Bragg will retain his 
active interest in National association af- 
fairs, but he feels that there are other 
men in the organization who are in a 
better position than he to bring a full 
measure of service to the association in 
its highest office during the next admin- 
istration year. 


Complete Pan-American Examination 


Charles B. Coulbourn, deputy com- 
missioner of Virginia, is back at his desk 
after being away for several weeks, co- 
operating with several other depart- 
ments in examination of the Pan-Amer- 
ican Life of New Orleans. The exami- 
nation showed the company’s affairs to 





be in excellent condition. 














with this 
Progressive 


New Home Office Building 


We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 

— Children’s Policies with Beneficiary Insurance. 
— Sales Planning and Circularizing Department. 
— Producers’ Club. 


Available territory in seventeen 
states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


cs 90" 


Central States Life 
Insurance Company 


James A. McVoy, President 
HOME OFFICE: SAINT LOUIS 
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Promotions Announced 


by the New York Life 





MANY PEOPLE ARE ADVANCED 





Executive Appointments Have Been 
Made in Recent Days at the 
Home Office 





NEW YORK,’ Aug. 1.—Ten new ex- 
ecutive appointments and promotions 
have been made in the home office of 
the New York Life since the first of the 
year. Francis Oakey was appointed a 
comptroller. David L. S. Douglas, an 
assistant actuary, was promoted to actu- 
ary. Mr. Douglas entered the employ 
of the company in December, 1909, and 
served in the actuarial department of the 
home office until June, 1912, when he 
was assigned to the Paris office. In Oc- 
tober, 1919, he was appointed assistant 
actuary. He returned to the home office 
November, 1923, and was appointed ac- 
tuary in June, 1929. Doctors J. H. 
North and R. A. Fraser have been ap- 
pointed medical directors. Dr. North 
started with the company in March, 
1898, as an examining physician in the 





: Herbert, 





home office, and in October, 1913, was 
appointed a medical supervisor. In May, 
1920, he was appointed an assistant med- 
ical director, on Dec. 14, 1927, an asso- 
ciate medical director, and in May, 1929, 
medical director. 


Dr. Fraser’s Career 


Dr. Fraser joined the company in De- 
cember, 1913, as a medical examiner in 
the home office, and in July, 1915, was 
made a member of the medical board. 
In October, 1915, he was made acting 
medical supervisor, in May, 1917, medi- 
cal supervisor, in May, 1920, assistant 
medical director, in December, 1927, as- 
sociate medical director, and in May, 
1929, medical director. 

Other promotions were William V. 
from superintendent, actuarial 
department, to assistant actuary; W. G. 
Bowernman, appointed assistant actu- 
ary; James T. Phillips, appointed assist- 
ant actuary; C. D. Bell, promoted from 
deputy auditor to auditor; W. G. Koh- 
ler, promoted from deputy auditor to 
auditor; August E. Wiest, appointed su- 
perintendent of policy issues. 


M. V. LaVine, Minneapolis general 
agent for the Sentinel Life, is moving to 
quarters almost double the size of the 
ones formerly occupied. The new offices 
are at 210 Plymouth building. 





Old Colony Life Hearing 
on Property Valuation 
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Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


We now offer liberal general 
agent’s contracts to desirable 
men who want territory in 
Ohio or Missouri. 


The Royal Union writes all 
standard policy forms, 
cluding an exceptional line 
of children’s contracts! 


For full particulars write us. 


in- 


win. 




















holders and $77,517,728 in the shape 
death claims and mortuary dividends. 

Mr. Cox said that the company & 
returned to its policyholders $49,230! 
in dividends during the first six mont 
These dividends, with the exception 
$2,813,735 of mortuary dividends, W 
paid to living policyholders. 

“The record for the first six mo 
of the year shows that life insuranc 
becoming more and more a meats 
investment for policyholders,” 
President Cox. 
only certain way of creating an ¢& 
immediately, but it was generally! 
lieved that the policyholder had to dt 
Now it is seen that the pot 
holder who lives to the maturity 0 
policy will receive, while living, in 
instances more money than he has? 
out in premiums.” 


Plans Meeting on Great Lakes 


Four meetings—three on three 
Lakes and one on Georgian Bay 
be held during the annual conve 
cruise of the Lamar Life field rept 
tatives and home office executives. 

The first meeting will be held a 
the South American while sailing 
gian Bay after leaving Parry Soune. 
second convention meeting will beb 
on the boat while it plies Lake Ent’ 
third meeting will be on Lake 0% 
and the last on Lake Michigan. 

Last year meetings were held ©" 
Gulf of Mexico, the Caribbean Sea 
the Yucatan Channel during the (# 
bean cruise of the agents. 


War Risk Suits Total 2,619 


Suits under war risk policies ot 
the total of 2,619 last week wit? 
filing of 59 additional actions. 


aged and only 61 percent rented. } 
said the ground floor should produce 
excess of $50,000 in annual rentals, 
W. Kuntsman for the state put 4 
valuation at $2,829,294, basing his valy 
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SEE DIFFERENCE IN OPINION | tion on the present condition of ; SERI 
eae rentals. 
Company Contends That Appraisers for —— cant upewen Leader 
At one of the hearings evidence yj 
the State Have Worked on heard as to the value of the in — Cor 
Too Low Gear on the books of the Old Colony Li 
Vice-President and Treasurer a 
McGauley declared that the premigj 
The hearing before a master in| income last year amounted to ern DAI 
chancery on the valuation of properties | on renewals and $176,000 on first y ‘ “s 
owned by the Old Colony Life of Chi-| business. The company had a total 7 
cago continued during the week. The | $4,409,600 new business on its bog ~ «J 
Illinois director of trade and commerce | Dec. 31 and $31,770,912 old busing owe 
filed a petition for a receiver, claiming | The aggregate was $36,180,512. Of ty Tecot ” 
that the capital was impaired. The com-| amount 30 percent consisted of juveni a 
pany is combating that, claiming that | policies. Consulting Actuary L. § 7% 
its home office building in Chicago and} Glover of Chicago placed the value ge yterno 
its Florida real estate were undervalued. | the insurance from $18 to $25 a thoy es 
Harry J. Farnham, the Chicago real|and or somewhat above $700,000. a be 
estate expert, as a witness for the com-| said that the assets should earn 3! oth a 
pany, put a valuation of $3,986,337 on| cent but they have not done so du jfollows 
the building. This is about the same as| all the time. He said that his valuata ee MS 
the estimate made by Lee J. Lesser, ap-| of the business was on the condition r—*, ave 
praiser for the court. Both men placed | proper management and adequate a politan 
their valuation on the assumption of ex- sound assets for reserve requirement Phoeni3 
pert management ant 90 percent se —— tc 
space rented. r. Farnham declare : a 
that the building now is poorly man- Immense Figures of ow 
Metropolitan Lif Johnson 
age 
; oe Missour 
That the Metropolitan Life cam} coin Na 
approximately $376,000,000 more of | 4. “R: 
insurance on its books than the ta Pfrayele, 
amount of the United States natia® Mion s 
debt and that life insurance is mak 5. “N 
payments to living policyholders America 
stantially larger than those made Deffersor 
beneficiaries of deceased policyhold 6. “Bi 
are two points brought out by Ro perial L 
Lynn Cox, vice-president of the cof” 7. “St 
a4 Life & J 
The half yearly report shows that! 3. “Pp 
Metropolitan had $17,307,113,000 of Hf 4. C 
insurance of all kinds in force on J Robe, 
30. This compares with the nati | . 
debt of the United States of $16,931,048 7)“ °C 
000. Mr. Cox announced the disbum #°°: Lar 
A ment of more than $183,000,000 to pam ©. 10. N 
gency icyholders and _ beneficiaries betw Be 
oo Jan. 1 and June 30 of this year. Tl li he T; 
Opportunities sum of over $1,000,000 daily was divid evoted 
as follows: $105,763,851 to living poli a 
ck 
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Leaders in Fraternity Scheduled to 
Contribute Resultes of Experience 
With Various Media 
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} DALLAS, Aug. 1—Tentative but in- 
complete plans for the life group meet- 
jing of the Insurance Advertising Con- 
Herence to be held in Cleveland in 
October were announced today by Lorry 
Jacobs of the Southland Life, chairman 
lof the group committee. The Monday 
jaiternoon program will be devoted to 


value Iseven-minte talks on advertising, each 


A ispeaker specializing on media. _ There 
1 3Y% pe will be two speakers to each subject, as 
so dur follows: — pels 
valet . “General Publication Advertising 
ndition gee Newspaper, Luther Little, Metro- 
uate politan Life; b. Magazine, C. T. Steven, 
remenk Men noenix Mutual, and Nelson White, 
“— Provident Mutual. 

2, “Direct Mail”—a. Promotion, B. N. 

. of Mills, Bankers Life, and L. J. Evans, 


Register Life; b. Conservation, Price 
Johnson, Cravens-Dargan Company. 

3. “Trade Journals”—J. P. Licklider, 
Missouri State, and E. P. Hermann, Lin- 
‘coln National. 
| 4. “Radio"-—C. W. Van _ Beynum, 
WTravelers, and Henry Camp Harris, Na- 


1 Lif 
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ore of | 
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$ natow Stional Security. 

iS Ma 5, “Novelty’— Emil C. Rassmann, 
ders 5 American Central, and Alvin T. Haley, 
_made efferson Standard. 

ee 6. “Billboards”—Clifford Elvins, Im- 


*perial Life, and Tex Bayless. 
7. “Street Car”—C. S. Smith, National 
Wife & Accident. 
8. “Pamphlets for Canvassing, Etc.”— 
x L. Grogan, Bank Savings Life, and 
obert G. Richards, Atlantic Life. 
9. “Screen Advertising”—Rex B. Ma- 
ee, Lamar Life. 
| 10. “National Cooperative Advertis- 
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100 of | 
e on Ju 
> nation 
6,931,000 
» disbury} 

00 to p 


betwee ‘ , : 
=e @ The Tuesday morning meeting will be 
‘as divig eec’oted to informal talks in executive 
ing poling session with Henry Putnam of the John 


Hancock Life presiding. 


New York Life’s Record 
for First Six Months 


» shape! 
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The New York Life reports paid for 
business the first six months of $511,- 






















ix mone 

:suranct i e’74,600, a gain of $28,472,800 over the 
meats @esmilar period of last year. During the 
said Vege eX months it declined 10,364 applica- 
r been Rptons for more than $45,000,000 insur- 
an es sance because the applicants were not 
rerally Me wconsidered insurable. Payments to 
d to ef MPolicyholders amounted to $86,000,000. 


he principal cause of death during the 


the polit ¢ ; 
Period was heart disease, then followed 


rity of | 
g, in De mfluenza and pneumonia. Cancers and 
e has Umors came third. Accidents were 


Hourth, apoplexy fifth and consumption 
sixth. The following statistics will be 





Lakes joi interest: 

r Age at Death Liv 
(4 Bens a ives Insurance 
hree He! Years and under.. 710 $ 1,915,282.96 
pet. 30 and 40 yrs... 973  4,162,782.24 
mt. 40 and 50 yrs...1,576  —7,459,944.63 
rer conn 60 yrs...1,925 9,255,967.39 
° mes OD coccce 9 5 22 4 
tives. MM 8 creer ener 460 «= 8,5 85,829.86 
yeld a —— 7,644 $31,379,807.08 
iling & aoe in force Lives Insurance 
Sound. ! In Ist year..... 370 $ 1,752,475.54 
Died in 2nd ye: o1 5 
ill be ied be year..... 342 1,685,921.54 
‘of ied hee gerasoth yr.1,12 6,427,816.90 
e Erit "Big Det: Sth-10th yr.1,741 —8,125,988.17 
ke Os*R ics Det. 10-20th yr.1,736 —7,332,927.90 
an Be °* after 20 years. .2327  6,054,677.03 


eld &*# 7,644 $31,379,807.08 
an oe : neluded in the tables above were 8&2 


» °™men insured for $1,585,681.72. 
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2,619 
: ; a Bankers National Life of New 
ies £ - ¥ has been licensed in Oregon. 
, rs. W 
; wit some A Hecht, wife of the general 
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being thoroughly revised and\ brought 








Metropolitan Has Over 
17 Billion in Force 





At the close of June 30 last, the 
business in force of the Metropoli- 
tan Life was in excess of $17,000,- 
000,000. In the first half of the 
year the company’s disbursements 
to policyholders were over $183,- 
000,000, or more than $1,000,000 a 
day. Of the total payments $105,- 
763,851 went to living policyhold- 
ers and $77,517,728 for death 
claims and mortuary dividends. 
Vice-President Robert Lynn Cox 
presided at the board meeting in 
the absence of President Frederick 
H. Ecker, who is in London in 
connection with the Metropolitan’s 
foreign business. 











Bankers Life Has 
Its Greatest Month 





Salesmen of the Bankers Life of Iowa 
observed the 50th anniversary of its 
founding July 1 and concluded the 
greatest month in its history by submit- 
ting paid-for business of $5,471,000. 
This was the largest paid-for produc- 
tion for a single day in its experience 
and exceeded by almost $300,000 the 
previous record for a single day. The 
eclipsed record, $5,180,940, was estab- 
lished June 1, when the salesmen opened 
their “President’s Month” campaign in 
honor of Gerard S. Nollen. 

This record production of July 1, 
which was the final production of the 
“President’s Month” campaign, enabled 
the agents to surpass their objective of 
$20,000,000 in honor of Mr. Nollen and 
to establish a new record for monthly 
production. The final total for Mr. Nol- 
len’s month was $22,106,750, the largest 
aggregate of business ever received at 
the home office in any month. 

The Pittsburgh agency led the 61 
agencies in production for the month 
with a total of $1,037,500. Second high 
agency was that of W. E. Smock in 
northern Iowa, where the agency’s ag- 
gregate was $902,000. Other leading 
agencies were Madison, Wis., $891,365; 
Nashville, $831,000; Indianapolis, $730,- 
000. 

Of the individual stars for the month, 





Walt B. Mahaffa, Iowa salesman, was 
the undisputed leader with a total of. 
$510,500 in personal production. Agency 
Manager G. C. Woods of Nashville had 
$505,000, while Joseph Janciar of Pitts- 
burgh had $228,000 and T. S. Reinhard 
of New York City, $165,000. 





Announce Old Line Agency Meeting | 


The annual agency rally and home-! 
coming of the Old Line Life of Mil- 
waukee will be held in that city Aug. 
27-29. Agents from California, Texas, | 
Illinois, Iowa, Michigan, Minnesota, ! 
Ohio, Oklahoma, Oregan, Pennsylvania, | 
South Dakota Texas, Washington and ; 
Wisconsin are expected to be present | 
and early reservations indicate that the 
rally will be one of the biggest the | 
company has ever held. 

The program, plans for which are not 
quite completed, includes interesting and 
instructive agency meetings, at which 
time nationally known speakers of the 
insurance fraternity will speak, and an - 
excellent program of entertainment in- 
cluding a banquet, piano, theatre party, 
and motor tour. 


National Fidelity Shows Good Gain 

The National Fidelity Life has ex- 
perienced a 39 percent gain for the 
period so far this year over the same 
period last year, according to James R. 


Stewart, agency superintendent. The 
correspondence course for new agents is 





up to date under the supervision of Jack 
Neil, educational director. 
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New York Life 


Directors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director, Valentine & Co. 


Ee A EE 6 ok cb becndeunsecsceens Manufacturer 
A, Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 


{ Chairman of Board, New 
MORTIMER N. BUCKNER ) York Trust Co. 


THOMAS A. BUCKNER................ Vice-President 
NICHOLAS MURRAY BUTLER } Pres po yg Uni- 
CALVIN COOLIDGE Former ee the United 
GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 
WALTER W. HEAD...... Pres’t State Bank of Chicago 
CHARLES D. HILLES.............. Insurance Manager 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON, Pres’t Chemical Bank & 
Trust Co. 
WILLARD V. KING ‘imeeeee Cae Seas, SS 
Ee Be CREE ond vcccavcdcvcccescen President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
EE Tk, Sin 608 0066c.000sesenneneanees Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


. lishers 


{ Chairman of Board, Conti- 
GEORGE M. REYNOLDS ‘ee Illinois Bank & Trust 
Co., Chicago 


HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS { Ridley Watts & Co., Dry Goods 
oe haul Commission 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY. President 
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Opportunity 
Beckons! 


. 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, III., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age 10 to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. HereForp, President 


SPRINGFIELD LIFE 


INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 

















Discover 266 Texans Carry 
$100,000 Insurance or More 





Editor Callaway of “Index” Declares 
List Incomplete With Total of 
$62,899,390 





The “Texas Index,” published annu- 
ally for the past six years, this year 
indicates that at least 266 Texans are 
insured for $100,000 or more, with an 
aggregate of $62,899,390. The list of 266 
names is compared with 251 insured for 
a total of $58,367,953 in 1928. 

Five men have life insurance to the 
extent of $1,000,000, according to the 
list. They are: J. M. West of Houston, 
$1,453,500; Edward A. Landreth of Fort 
Worth, $1,200,000; Col. E. O. Thomp- 
son of Amarillo, $1,148,000; Clarence E. 
Linz of Dallas, $1,036,000, and Harry 
H. Rogers of San Antonio, $1,000,000. 
The list also shows that the lives of 
two women, Mrs. Arlene Pickrell and 
Mrs. Georgia Scott Townsend, both of 
Fort Worth, are insured for $100,000. 


List Not Complete 


“It was impossible to secure all of 
the names that have rightful place in 
this list of Texas men and women 
whose lives are insured for $100,000. 
The list, however, is growing larger 
year by year and the booklet is doing 
a wonderful work among those whose 
lives are inadequately insured and 
among those whose lives are without 
life insurance protection,” says Editor 
W. A. Callaway in a foreword. 

According to the list, Dallas leads 
the entire state with 68 names, Houston 
second with 56, Fort Worth third with 
23, San Antonio fourth with 21, Wichita 
Falls having 15, Corpus Christi 13 and 
El Paso 10. 


Suit on Representations 


Contention of Everett W. Lambert 
and Birdie M. Lambert in suit brought 
by the Mutual Life to cancel a policy, 
that truthful answers were made to the 
company’s agent at the time the applica- 
tion was filled out but that false and 
incorrect answers were entered, was 
ruled out by the Missouri district court 
for the western district on motion of the 
company’s counsel that it was an insuffi- 
cient defense. The court held that the 
insured had agreed in the application 
that representatives of the company 
would be without authority to accept 
representations unless inserted in the ap- 
plication, and also that he had read the 
statement and answers of the examiner 
and swore these were true. The court 
assumed for purposes of argument that 
the insured told the truth to the agent 
and examiner. 


Consider Sale or Refinancing 


A special meeting of stockholders of 
the Southern of Nashville has been called 
for Aug. 5 to discuss plans relative to 
reinsurance, sale, reorganization or mer- 
ger. 

Included in the proposed program will 
be a discussion and consideration of re- 
organization or refinancing; the increase 
or reduction of capital stock; the rein- 
surance of all or a part of its policies; 
the sale or other disposition of all or a 
part of its debits or the exchange of 
shares for shares in another company. 


Canada Life Convention 


The Canada Life will hold its Quarter 
Million Club convention in Augusta, Ga., 
on March 24-27. Augusta was selected 
on account of its winter resort attrac- 
tions. 


Acacia Mutual’s Mark 


The Acacia Mutual Life of Washing- 
ton, D. C., will shortly pass the $325,- 
000,000 mark of insurance in force. Its 
net gain the first six months of the year 
is 8.7 in new business. 





Covers Eight Brothers, 
Families and Employe; 








J. P. Wells, district manager 4 
Danville, Va., for the Mutual Life 
of New York, has eight Wyatt 
brothers of that city covered with 
policies in the Mutual Life totaling 
$46,000. Besides, he has writtey 
the wives of two of them for q 
total of $3,500. All these broth. 
ers are in business for them. 
selves. Mr. Wells has 14 of their 
employes insured for $24,000. |; 
addition, he has a number of their 
in-laws and near relatives insured 
for $75,000. According to Mr 
Wells, not a single policy in the 
entire list of insureds has ever 
lapsed after being placed. Ages 
of the insureds range from 2 
to 50. 








————_ 


Penn Mutual Clerks Form 
Successful Night Ageng 





Two clerks in the Penn Mutw 
home office, Edward D. Barrett, III, 
the auditor’s department, and Joseph! 
Boettner, in the vice-president’s ¢ 
vision, are responsible for the format 
of an unusual agency of the company 
a part time evening agency—which k 
paid for a little more than $900,000 
business in the nine and a half mont 
since organization, 

More than a year ago the two mm 
jointly thought out the idea. Each ks 
done some after ‘hours soliciting a 
they reasoned that there were oth 
men, perhaps some in other business 
who were similarly situated and equ 
ambitious. They proposed the agen 
to Hugh D. Hart, vice-president, wi 
was immediately struck with the m 
elty. 

Their plan called for creation oi 
complete organization for recruitix 
training and supervising during even 
hours. Mr. Hart tentatively assent 
but required a probationary period 
two months to determine whether t 
plan was practical. Messrs. Barrett # 
Boettner accepted the challenge and dv 
ing the first two months they paid: 
$60,000 of business. 

Upon this showing the part time evt 
ing agency was established June ! 
1928, and between Aug. 1, 1928, 2 
June 1 of this year it paid for $925, 
There were then 22 agents, five 
whom finished their training in May 
this year. During June, 1929, the age! 
produced $92,000 of paid for busines: 


Aetna’s Home Going Up 


The large tract of land where ! 












new Aetna Life building is being ¢ 
structed, at Farmington avenue *® 
Sigourney street, Hartford, is humm® 
with activity. The structure will be 
notable addition to the list of pala 
and imposing homes of insurance 


The Provident Mutual Life’s Qua 
Million Club, which meets at Detroit! 
September, will hold its conventior 
Swampscott in 1930. 


SIGNS OF FAILING AGENT 


Sends in for circulars every few @ 
and requests more sample policies. 

Will not answer our letters but r" 
Cain if we answer his one day late. 

Writes little business, but asks ex 
commissions. 

Has never read the policies he sells 
_ Does not read any insurance public: 
tions. 

Prepares an elaborate office syst" 
thinking it will supplant hard work 

Stays in office rainy days. Says P* 
ple won't buy. 


Composes long letters full of a! 9 


for no business. ee 
Is always going to make his “killisé 
the coming month.—The “Gold Digg* 
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No Time-Clock-Punching Staff is This— 


Pilot’s Home Office Honor Legion 
Shown 








Group Composed of Staff Members With 
Year or More Perfect Attendance. 


A record of more than eight years, with- 








out a single absence or “tardy,” is held 
by Mrs. F. G. Rudd, secretary to Presi- 
dent A. W. McAllister, of the Pilot Life 
Insurance Company, Greensboro, N. C. 


In addition to the leader, there are de- 
picted here members of the Pilot Legion, 
an honorary organization, who have per- 
fect records of more than one year, many 
such records extending from two to five 
vears. 

No time clocks were ever installed in the 
Pilot Life plant. The honor system alone 
controls. 








Significant of what? a prospective agent 
may inquire. It is really more than a 
straw showing the direction of the wind. 
As an index of Pilot methods, it could 
hardly be surpassed. 


Pilot family, he finds this spirit permeat- 
Ask any of Pilot’s 
force 


of modern policy contracts offered the 
ing the entire field. 
growing 

candid feeling in this important matter. 
Then give thought to the complete line 


insuring public. 


T. D. BLAIR, 
Agency Manager, Pilot Life Insurance 
Company, Greensboro, N. C. 


steadily agency their 


When a new General Agent joins the 








tion of 
















recruitin 
g even 

assente 
period : 
vether th 
arrett a 
> and du 
r paid i 


ime eve 
June ! 
1928, 2 
» $925,0 
five 

n May 

he agen 
usines: 


Ip 

‘here |! 
ping ¢ 
nue # 
humm 
will be 
f palats 
nce 





ABN. | Se Stem 


» Quar 
‘troitt 
ention 


sENT 
few @ 
“ies. 
yut ral 
late. 
cs exce 

















= 


i\0 Nati 
«se aga ip 





Insurance, 


He is Making Good! 


In response to our advertisement in this 
Journal a producer wrote: 


Company 
OF 


Cc . » 
a 


Grow With Us 


Our growth calls for additional man power. 
“With my success in the field I feel 


that I could win as a general agent 
if given a fair opportunity.” 


Men of ability, who are looking for larger 
opportunities, are invited to join our ranks 
and grow with us. 


We offered this man the position he General agent wanted at Dayton, Ohio. 


sought and HE IS MAKING GOOD. Dayton, Ohio, is a prosperous manufactur- 
ing and commercial city with a population of 
more than 150,000 located in the center of one 
of the country’s wealthiest farming com- 
munities. This territory offers a general 
agency with unusual opportunities. 


We can do as much for you. Let us tell 
you about it. We have openings in the 
following states: 


Michigan Georgia ; ; , , , 
tl North Dakota Desirable openings available in other terri- 

c c + c c . . . . . . 
iii tory in Ohio, also in Illinois, Indiana, Iowa, 


Kansas, Kentucky, Michigan, Missouri, 
Nebraska, Pennsylvania, Tennessee, Texas 
and West Virginia. 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 
Business in Force $126,000,000.00 


For information as to territory and details of con- 
tract write— 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 
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Reduction in 
Life Insurance Premiums 


The Company announces the adoption of sub- 
stantially reduced rates of premiums for life 
insurance, thereby making possible the carry- 
ing of an increased amount of protection at a 
lower cost, and at the same time permitting 
participation in the earnings of the Company. 


Effective August 1st, 1929 


THE 


MANUFACTURERS LIFE 
INSURANCE COMPANY 


BRANCH OFFICES IN CANADA, UNITED STATES, GREAT BRITAIN, INDIA, 
AFRICA, ASIA, JAPAN, PHILIPPINES, HAWAII; WEST INDIES, 
CENTRAL:AND SOUTH AMERICA . 





For further information consult one of the Company’s representatives 











Oxpjor lens 


MILWAUKEE, WIS. 


Is operating in the following states: 


California Minnesota South Dakota 

Illinois Ohio Texas 

lowa Oklahoma Washington 

Michigan Oregon Wisconsin 
Pennsylvania 


LIFE, ACCIDENT & HEALTH INSURANCE 
Drop Us a Line if Unattached 








amo Life 
urance Company 


of Texas 
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tat 


GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion 
and growth. 
All Texas is our field. 


The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 




















Investments in Common 


Stocks Are Discussed 


(CONTINUED FROM PAGE 5) 
act in the matter than to be left to the 
judgment of the individual companies.” 


Columbus Matual Life 


Treasurer S. A. Hoskins of the Colum- 
bus Mutual says: 

“T recognize that money has been 
made by life companies investing in 
common stock, but it is well to remem- 
ber that for several years we have been 
on a rising market, and it looks as 
though the peak had been reached, or, 
at least, it ought to have been reached. 
As you well know, there was a bill be- 
fore the Ohio legislature last winter, 
greatly enlarging the investment scope 
for Ohio companies. Our company 
thought this bill was too broad. It 
seems to me that investment in common 
stock in any commercial enterprise is 
dangerous in character. The history of 
commercial enterprises shows many 
wrecks after years of prosperous busi- 
ness. I am confident the uncertainty of 
stock investments is greater than the 
uncertainty of any reasonable invest- 
ment in mortgage securities. We do 
believe that land trust certificates should 
4e made legal investment for life com- 
panies in Ohio. No Ohio company is 
authorized 1o invest in equity as you 
say one Chicago company has. Bad 
mortgages are the results of bad judg- 
ment rather than any fault of the prin- 
ciple involved. Ohio companies are 
getting along well under the present 
law, and certainly the field should be 
enlarged only with very great care. Re- 
strictions are better than license.” 

Bankers Life of Nebraska 


President H. S. Wilson of the Bank- 
ers Life of Nebraska says: 

“I think the best evidence of our 
opinion in this regard is the investment 
law which was passed by the Nebraska 
legislature at the last session. While 
this law has not yet been printed so 
that I can furnish you a copy of it, 
nevertheless you can get a fairly good 
idea of its provisions from an article 
on page 4 of the June 14 issue of THE 
NaTIonaL UnpeRwriTer headed ‘Life In- 





vestment Subjects.’ As we were some. 
what interested in securing this ney 
legislation, [ should say that it fairly 
represents our opinion of the power; 
which should be granted to a life com. 
pany for its investments.” 


Baltimore Opinion 


The treasurer of a Baltimore com. 
pany says: 

“We are quite opposed to the theory 
that insurance companies should invey 
in usual industrial, public utility or rail. 
road common stocks. We feel very 
strongly on this point. We do no 
object to insurance funds being invested 
in banks and trust companies, and in 
some instances, insurance company 
stock.” 

Mutual Guardian Life 


President George A. Boissard of the 
National Guardian Life says: 

“I think that the argument in favor 
of common stock was pretty well set 
out in an article in the ‘Atlantic Monthly 
some time last winter by an occupant 
of the chair of economics, Georgia 
University. Our legislators appear to 


i share in the feeling so frequently mani- 





fested by the congress that it is un- 
safe to trust an executive. They wrangle 
and wrestle with legislation in minute 
detail, thereby sometimes obstructing 
sane progress instead of placing rea- 
sonable safeguards. I believe the Amer- 
ican tendency is to follow the British— 
that investors will wish to be partners 
rather than creditors of successful 
corporations. Witness the spread in the 
last 25 years of the common stock of 
the Pennsylvania railway, and the Amer. 
ican Telephone & Telegraph, as ex- 
amples.” 
Southern States Life 


President W. L. Moore of the South- 
ern States Life says: 

“IT am of the decided opinion that 
any change in the laws in this respect 
wuld be a mistake and would eventu- 
ally lead in many cases to disastrous 
results. The reading of the evidence in 
connection with the Armstrong investi- 
gation of 1905, I think, would be con- 
vincing to any open minded person that 
this position in this matter is undoubt- 
edly without criticism.” 








Woman Agent Out 
for Trust Business 





Miss Sara Frances Jones, special 
agent of the Equitable Life of New 
York in Chicago, has produced almost 
$500,000 business so far this year. Miss 
Jones was the only woman who took 
the life insurance trust course that was 
inaugurated by the trust companies of 
Chicago and the Chicago Life Under- 
writers Association. There were 63 men 
who took the course. Miss Jones passed 
the examination at the end of the course 
with a grade of 91. Since then she has 
been mapping out trust programs for 
people of means. 

She has spent her entire business life 
with the Equitable, starting as a substi- 
tute stenographer when she was 16 years 
old at the home office. She served in 
various capacities there and decided to 
become an agent. She was a success 
from the start. She knew life insurance 
thoroughly and was well grounded. 

In August, 1911, she went to Chicago 
and later became manager of the 
women’s department, building up an 
agency in the city. When the war broke 
out Miss Jones went abroad to do hos- 
pital service. On her return she started 
personal production and now has her 
own office. Miss Jones is nationally 
known in life insurance, having spoken 
at a number of conventions. She is 
one of the committee that is creating the 
fund for the Edward A. Woods Foun- 
dation. In fact she is the only woman 
on the committee. Miss Jones has a 
wide acquaintance among business and 
financial people and possesses a remark- 
able personality. 











nesota 7, Mississippi 2, Montana 


Companies Listed 
by Their States 





The American Central Life has gotter 
out the 10th edition of its pamphlet er 
titled “Legal Reserve Life Companies 
Listed by States.” It is interesting to 
note the distribution of companies 4 
almost every state now has at least 
one legal reserve company. _ Illinos 
leads with 36 companies. Next is Mis 
souri with 29. Texas follows with % 
Nebraska has 22. It will be seen, there- 
fore, that the western states lead ™ 
the number of companies. New York 
and North Carolina tie with 18 ¢aci 
Kansas has 17 and Iowa, 16. Penmsy* 
vania comes next with 15. Marylane 
has 13. Ohio has 12. Some of te 
other states having a goodly numie 
are Alabama 11, Arkansas 10, Califor 
nia 10, Indiana 11, Massachusetts 1 
Tennessee 10, Virginia 11. Other stat 
run as follows: Colorado 6, Connecti! 
5. Delaware 4, District of Columbia * 
Florida 6, Georgia 5, Kentucky ° 
Louisiana 5, Maine 1, Michigan 6, a 
Hampshire 1, New Jersey 5, North Da- 
kota 2, Oklahoma 6, Oregon 1, Rhott 
Island 1, South Carolina 7, South De 
kota 2, Utah 2, Vermont 1, Washing 
ton 4, West Virginia 2, Wisconsin ° 
Wyoming 1. There are now nine (4 
adian companies operating in the Unite 
States. 


V. J. Harold, superintendent of a6" 
cies of the Lincoln National Life, = - 
visit to the Detroit agency Monday 
his way to the upper peninsula. 
































































August 2 


———— 
a 


En 


Death 
er with | 
him held 
of insura 
ys. Distret 
17 S.W. 
two polici 
They pro 
double in 
accidental 

The ins 
by bandits 
the insure 
sured ope! 
dits retur 
insured. 

De 


On this 
admitted 
policies fc 
but denie 
demnity « 
was not Ca 
beneficiary 
found for 
appeals re 
case Was 
Here in ‘ 
reasoned < 

Vv 

“The re 
legitimate 
held up at 
whom he 
they got 
ran out an 
were desp: 
a felony o} 
how any 
supposed 
character \ 
or detainec 
their own 
and to eff 
us that an 








Group 
Po 


Group a 
is becomir 
Some of 
life insurat 
ity. All p 
ance are ; 
ability, Ip 
have take: 
they are b 
ability. ¢. 
tan Life, 
Equitable 
tial, Miss« 
General | 
Writing gr 
care of tl 
own comp; 

Recently 
decided to 
health. 
months agi 
Sun Life | 
testant for 
an arrang 
General Li 
health end 
kroup acci 
paid by the 
men’s con 
ktoup accic 
€s only 1 
this reduce 
Some insta: 
Rroup heal 
demand for 
health and 
are more | 
themselves 
ance and 


The only 
Magazine 
edent & He 
») est Jack 














August 2, 1929 


LIFE INSURANCE EDITION 








Encounter with Bandits 
Held Not an Accident 





Death of insured caused by encount- 
er with bandits after they had robbed 
him held not accidental within terms 
of insurance policy. In Mutual Life 
ys, Distretti, supreme court of Tennessee 
i7 S.W. (2d) 11, the defendant issued 
two policies on the life of one Distretti. 
They provided for the payment of a 
double indemnity in the case of the 
accidental death of the insured. 

The insured, a merchant, was held up 
by bandits. After they drove away from 
the insured’s place of business the in- 
sured opened fire upon them. The ban- 
dits returned the fire and killed the 
insured. 

Denied Double Indemnity 


On this state of facts, the defendant 
admitted liability for the face of the 
policies for the death of the insured, 
hut denied liability for the double in- 
demnity on the ground that the death 
was not caused by accidental means. The 
beneficiary filed suit and the trial court 
found for the defendant. The court of 
appeals reversed this judgment, and the 
case was taken to the supreme court. 
Here in dismissing the suit the court 
reasoned as follows: 

What the Court Held 


“The record thus discloses without 
legitimate controversy that Distretti was 
held up and his store robbed by bandits 
whom he knew to be armed. Before 
they got away, he armed himself and 
ran out and opened fire on them. They 
were desperate men and had committed 
a felony of high degree. We do not see 
how any reasonable man could have 
supposed armed desperadoes of this 
character would submit to being shot at 
or detained and would refrain from using 
their own arms to protect themselves 
and to effect their escape. It seems to 
us that any reasonable man must have 


anticipated the great probability of the 
fatal result of Distretti’s conduct on 
this occasion. We cannot accordingly 
see, in any view of the evidence, how 
his death could be regarded as acci- 
dental. ... 


Voluntarily Committed the Act 


“It may be considered in the case 
under consideration that Distretti was 
guilty of no misconduct; that he was 
within his rights in undertaking to halt 
these bandits by whom he had been 
robbed. If, however, he voluntarily and 
intentionally did a thing from which, 
as a reasonable man, he foresaw or 
should have foreseen that death or injury 
might result, such death or injury was 
not an accident, unless reasonable 
men could reach different conclusions 
as to the probable result of Distretti’s 
conduct on this occasion, there was no 
; question for the jury. As heretofore 
stated, we do not see how any differ- 
ences could arise among reasonable men 
in the premises and we think the trial 


judge properly directed a verdict in 
favor of the defendant. .. . 
No Emergency Is Seen 
“It should be said that we see in 


this case no emergency involving human 
life, either his own or the life of an- 
other, that confronted Distretti when 
he went out on the porch with his 
pistol, and we therefore leave out of 
consideration several authorities relied 
on by counsel for the _ beneficiary. 
Neither do we consider the war cases. 
They are not harmonious. Those hold- 
ing that the representatives of a soldier 
p killed in battle are entitled to recovery 
on an accident policy rest on peculiar 
facts. It results that the judgment of 
the court of appeals must be reversed, 
and this suit dismissed.” 

















Group A. & H. Found More 
Popular in This Country 


Group accident and health insurance | 


is becoming more and more popular. 
Some of the companies writing group 
life insurance also write group disabil- 
ity. All prospects for group life insur- 
ance are also prospects for group dis- 
ability. In many cases where concerns 
ave taken out group life insurance, 

‘ney are being solicited for group dis- 
ability. Companies like the Metropoli- 
tan Life, Travelers, Aetna Life and 
Equitable Life of New York, Pruden- 
tial, Missouri State Life, 
veneral Life, John Hancock Mutual 
Writing group life insurance can take 
tare of the group disability in their 
own company. 

Recently the John Hancock Mutual 
viecided to write group accident and 
health, The Prudential about six 
nonths ago took the same course. The 
Sun Life of Canada is a strong con- 
‘stant for group insurance and it has 
- arrangement whereby the Zurich 
veneral Liability takes the accident and 
‘ealth end. In almost all cases the 
froup accident and ‘health premium is 
paid by the employe. Where the work- 
mens compensation law applies, the 
a accident end of the contract cov- 
*rs only non-occupational hazards and 
‘us reduces the cost considerably. In 
“ome instances a concern will take only 
kroup health or group accident. The 
mand for full cover group, giving life, 
~ P and accident is growing. There 
lhe allies neg that are familiarizing 
oe y with full cover group insur- 

and they are getting excellent re- 
iiansiminiicsiiin 


The onl 


, > ») = tay . 
megean? .©XClusive accident and health 


in America—read i- 
@ Wat, & Health Review. 2a [aa ae 
4 St Jackson boulevard, Chicago. 












Connecticut | 


' Liberal Interpretation 
on Extended Insurance 


| 

Extended Insurance in Life Policy 
| Held Dated from Date of Default in 
| Payment of Premium Note Rather Than 
from Date Premium Was Due.—In 
| Morgan vs. Inter Southern Life, Court 
| of Appeals of Kentucky, 299 S. W. 186, 
| the company issued a policy to one Mor- 
gan, which contained a provision for 
extended insurance after the policy had 
been in force a certain time in case the 
insured defaulted in the payment of pre- 
miums. The insured was unable to pay 
the premium due on Sept. 22, 1924, and 
| gave his promissory note due in 90 days 
in lieu of the premium. 

At this time the insured, by the terms 
of the policy, was entitled to extended 
insurance for 242 days, under the auto- 
matic non-forfeiture clause. The insured 
made several small payments on this 
note but did not pay it in full and died 
Aug. 15, 1925. 

Trial Court Favors Company 


On this state of facts the company 
took the position that the policy was not 
in force at the time the insured died. 
This for the reason that the extended 
insurance should date from the time the 
insured defaulted in the payment of the 
premium. 

The beneficiary contended that the ex- 
tended insurance should date from the 
default in the payment of the balance on 
the premium note. The trial court found 
for the defendant and dismissed the 
beneficiary's petition. The latter ap- 
pealed and the higher court, in review- 
ing the record and in reversing the lower 
court, said: 

“The insurance company contends 
this extension of 242 days is to be com- 
puted from Sept. 22, 1924, while Mrs 
Morgan insists it should be computed 











from May 22, 1925. In the third clause 
of the note it is provided: 

“If this note is not paid on or before 
the date it became due ... all rights 
under this policy shall be the same as 
if said cash had not been paid nor this 
agreement made.’ 

“Forfeitures are not favored, and are 
never permitted unless right thereto is 
clearly established. By these cash pay- 
ments Morgan kept this policy alive to 
May 22, 1925. The policy provided 
that— 

“If insured shall fail to pay any pre- 
mium or any indebtedness when due, 
. . . the company shall grant the ex- 
tended insurance,’ etc. 


Dates From Note Payment 


“That means the extension is to be 
dated from the failure to pay—in this 
case, from May 22, 1925. No reasonable 
construction of this note would date the 
beginning of such extended insurance 
from another time, but, if the two con- 
structions of this note were equally rea- 





sonable, then the construction most 
favorable to the insured would be ac- 
cepted. ... 


“This 242 days of extended insurance. 
when computed from May 22, 1925, will 
be sufficient to carry the insurance be- 
yond the date of Morgan's death. Mrs. 
Morgan was entitled to a judgment on 
the face of the papers. The court erred 
in dismissing her petition. 

“The judgment is therefore reversed, 
and the cause remanded for proceedings 
consistent with this opinion.” 





Policies Assigned to 
Wife Held Not Taxable 


Life insurance policies originally pay- 
able to the insured’s estate, but sub- 
sequently assigned to the assured’s wife, 
are not part of the estate under the 
estate tax law, according to the deci- 
sion of the United States court of claims 
in the case of Guettel vs. United States. 
he later to his wife. 


which assigned 











Odd Disability Cane | 
Is Decided by Court 


PREMIUM HAD NOT BEEN PAID 


Illness Becomes Known After Expira- 
tion of Grace Period—Assured 


Alone on Farm 


An odd case under the total and per- 
manent disability clause has been de- 
cided by the United States circuit 
court of appeals for the eighth circuit 
in the case of Minnesota Mutual vs. 
James Marshall, from North Dakota. 
The assured paid the first premium on 
a policy and the second premium be- 
came due on Oct. 14. The grace in 
payment. of premium ran to Nov. 14, 
when it expired. The assured was a 
bachelor, living alone on his farm. On 
Nov. 16 he arrived at his father’s home, 
sick, and upon the afternoon of the 
same day was operated upon for appen- 
dicitis. On Nov. 29 he died. 


Dated Back to Disabllity 


The policy, of course, had lapsed un- 
less carried along by the disability 
clause. On this point the doctors who 
operated upon him testified that his ap- 
pendix had burst and that he was 
suffering from peritonitis, from which 
he died. Their opinion, based upon the 
conditions which they found during the 
operation, was that he had been suf- 
fering from appendicitis for several days 
prior to Nov. 16, the date of the op- 
eration; that on account of his sick- 
ness he would have been disabled and 


prevented from performing the ordi- 
nary duties necessary in caring for his 
farm and stock. His father testified 


that he was a careful, industrious farmer 
and took good care of his stock, his 
buildings. and his dwelling house, but 
that when he visited the farm on Nov. 
16 he found that the stock apparently 


— ; | had not been fed for several days, that 
The assured took out a $100,000 policy, | 


The sum of $100,815 was paid her on! 


his death. For taxation purposes the 


collector included m the estate $60,815, | 
being the amount of the proceeds after | 


deducting the $40,000 exemption. It 
was held that no part of the proceeds 
formed assets of the estate and hence no 
part was taxable. 





opens all the doors and windows, per- 
mitting the burglar, procrastination, to 
rob you at his own sweet will. 


the water tank was dry, the stables un- 
cleaned, the house in disorder and with- 
out food. 
Sufficient for Verdict 

The court held these facts sufficient 
to sustain a finding of the jury that 
disability occurred before the expiration 
of the grace period on Nov. 14. An- 
other question in the case was whether 
the disability clause was operative, since 


| the company was obligated to waive the 
Optimism is the unfaithful maidser- | 
vant in the mansion of your mind who | 


payment of premium only upon due 
proof of disability. The court ruled 
that the disability clause preserved the 
policy in force in this case, notwith- 
standing the failure to file proof. 








Lender Entitled to Recover on Policy 

















——_— — 


When Recover Could Be Held by 
Assignee of Policy to Secure Notes 
Given For Preexisting Debt.—This was 
an action on a life insurance policy pay- 
able to the estate of one M, who had 
assigned it to one J. M and J had 
assigned it to plaintiff with the approval 
of defendant company, to secure pay- 
ment of plaintiff of $10,000 owed by J, 
who gave plaintiff two demand notes for 
$5,000, signed by M, as collateral. M 
died before the notes were paid and 
while the policy was in force. The de- 
fendant’s answer set up that the assign- 
ment was invalid; that the notes had 
been obtained from M by fraud and that 
the notes lacked consideration. It also 
alleged that the policy had been can- 
celled by the company in North Dakota, 
the state of the corporation and where 
the policy had been issued. Evidence 
in support of this was excluded at the 
trial as well as evidence that the notes 
and the assignment had been obtained 
by J from M by trickery and without 
consideration. The district court had 
found that the notes were taken by 
plaintiff bank as security for a preexist- 





ing debt and held that since under the 
laws of North Dakota and Minnesota, 
the state of plaintiff's residence, a pre- 
existing debt constituted value, the 
plaintiff was a holder for value of the 
notes and was entitled to recover on the 
policy assigned to secure their payment. 
The circuit court of appeals reversed 
the judgment of the district court. 


Was Insurable Interest 


Held, that the judgment of the district 
court must be affirmed for the action of 
the court of appeals was unjustified on 
the record for it. There was nothing 
here which tended to show the want of 
insurable interest and the consequent 
illegality of the insurance contract. 
Held, further, that the assignment of 
the policy did not render it void what- 
ever the lack of insurable interest on 
the part of the assignee.—Midland Nat'l 
Bank vs. Dakota Life, U. S. Supreme 
Court. 


The Accident & Health Review gives 
new sales ideas and suggestions monthly 
which enable you to sell more accident 
and health insurance. 175 West Jackson 
boulevard, Chicago. 
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Trade Press Officially Recognized 


Tue distinct place which the trade press 
is coming to occupy in American busi- 
ness as that of a fact finding and dis- 
tributing system is stressed by the ap- 
pointment of Frep M. Fetxer of New 
York, managing director of the Asso- 
CIATED Business Papers, of which Tre 
NATIONAL UNDERWRITER is a member, as 
chairman of an advisory committee to 
assist in preparing for the “distribution 
census,” which is to be taken in connec- 
tion with the regular decennial census 
of population next year. 

Secretary Lamont of the Department of 
Commerce, which will have charge of 
the distribution census, describing 
aims, said in a radio talk recently: 

“We shall obtain a vivid picture of the 
ways in which merchandise moves in our 
American business system, The eventual 
result promises to be the elimination of 
countless wasteful practices in distribu- 
ting—crude, inept, prodigal practices 


its 


that now levy toll of millions of dollars 
annually on the purses of our people.” 

Describing the survey as a “pioneer- 
ing venture in the determination of eco- 
nomic truth,” he explained that it will 
be the first time such study ever has 
been attempted. 

“One of the reasons why we have not 
made more progress in increasing the 
efficiency of distribution,” -he said, “is 
the fact that we possess relatively little 
comprehensive information about the 
movement of commodities.” 

In the economic changes that are go- 
ing on fact-finding becomes the basis of 
the readjustments. The business press 
as a news and fact distributing process 
thus helps to develop the information 
upon which sound economic action may 
be taken. 

Insurance in all branches is peculiarly 
interested in the facts of practical eco- 
nomics and industry. 


Need for Well Qualified Agents 


A WRITER said the other day that some 
agents beg, some are peddlers and a few 
sell. More and more the public is 
manding qualified people to market insur- 
ance. We have been accustomed in the past 
to having Tom, Dick and Harry solicit in- 
surance. It seems to have been a favorite 
field for those who have failed in other 
lines or those who take up temporary 
work in order to make a living until they 
can find something more to their liking. 

As the years have passed, however, the 


de- 


business has grown and become more for- 
midable. It has required a far higher 
type of people to interpret the contracts 
and analyze the needs of premium payers. 
The real salesmen, therefore, 
ing to the front. There will always be 
beggars and peddlers but the man who is 
paying a premium will soon find out that 
he may court danger in dealing with those 
who do not understand how to apply in- 
surance to meet the policyholder’s de- 
mands. 


are com- 


Explanation of Disability Tables 


Tere has been considerable inquiry re- 
garding the disability tables that have ap- 
peared recently in Tue Nationa UNDbER- 
writer. Although the results of the tables 
were explained in the accompanying ar- 
ticles, some seem to have missed the 
mark. The premiums received for to- 
tal disability insurance are given on 
one side. Then on the other are the 
claims paid. The difference does not 


make the profit or loss. In disability 
insurance large sums have to be put up 
for reserves to meet future claims, to- 
gether with the regular legal reserve. 
Then there is the acquisition and home 
office cost. The gain or loss is figured 
on the total operation of the disability 
department and is not based merely on 
premiums that are received and losses 
paid. 


Eating Into the Estate 


ANOTHER example of how inheritance 
taxes eat into large estates is seen in the 
return on the estate of Freperick C. Denx- 
MAN, a manufacturing company executive 
of Rock Island, IIl., who died Feb. 11. The 
estate is valued at between $80,000,000 and 


$100,000,000 according to the Illinois ap- 
praisal for inheritance tax purposes. The 
inheritance taxes will run about $750,000. 
This is one of the largest inheritance taxes 
levied in the state of Illinois during the 
year. 





PERSONAL SIDE OF BUSINESS 




















Dr. Wilfred S. McLeod, assistant 
agency manager of the American Na- 
tional of Galveston, becomes secretary 
of the board of control, a new depart- 
ment in the company that has just been 
established. Dr. McLeod, who was for- 
merly in Atlanta, was connected with 
the Southern States Life. He is a well 
known life insurance man and is very 
highly regarded. 


W. Dudley Owens, secretary of the 
Lamar Life, retired as department com- 
mander of the Mississippi American 
Legion at the annual convention held in 
Gulfport last week. He reported that 
Mississippi stood first of all states in the 
union in membership gain. 

Various officers and other executives 
from the home office of the Reliance Life 
of Pittsburgh have gone to Asheville, 
N. C., to attend the second of a series 
of regional conventions the company is 
holding throughout the United States 
this summer. 

Included in the Pittsburgh party were 
Senior Vice-President H. G. Scott, Vice- 
Presidents E. G. McCormack and L. P. 
Gregory; W. J. Snodgrass, assistant 
treasurer; James H. Layton, assistant 
secretary; W. L. Wilhoite, superintend- 
ent of agencies; R. C. Kneil, manager 
of the renewal collections department; 


R. C. Braun, advertising manager; 
Robert E. Wood, publicity director; 
Saul Alexandre, million-dollar-a-year 


producer, and H. T. Burnett, manager 
of the western Pennsylvania agency. 

More than 100 Reliance representa- 
tives and guests from 37 cities in 10 
southeastern states will attend the con- 
vention. 


Capt. William B. . Smith, medical ex- 
aminer of the Connecticut Mutual, will 
be the director of the country’s first 
school of aviation medicine for civilians, 
which will be located in Hartford, be- 
ginning Aug. 18. 

The school is to be sponsored by the 
Connecticut department of aeronautics. 
The plans for it have been brought about 
by the greatly increased demands being 
made on the department for physical 
examinations for student pilots’ licenses 
and other required tests. Within two 
years Dr. Smith has examined 600 people 
for pilots’ licenses besides carrying on 
his semi-annual examination of military 
fliers and licensed pilots. 

Doctors representing several districts 
in the state have been chosen to take the 
first course. 


Dr. H. G. Emery, medical examiner 
for the Great Western, went to Allen’s 
park, near Longmont, Colo., the other 
day to fish for applications. Other com- 
pany representatives in the party wanted 
to fish for trout. Dr. Emery objected. 
He came to fish for applications, he 
said. Knew nothing about trout fishing. 
3ut finally the doctor, who is more than 
77 years of age, yielded. 

He borrowed boots and fishing tackle. 
He slipped into a hole and got a thor- 
ough ducking from head to foot. But 
he bobbed up, went on and on until he 
landed a two and one-half pound trout, 
one of the biggest ever caught in the 
stream. His companions believe that 
kind of a man knows something about 
landing big applications. 

Insurance Commissioner Clarence C. 
Wysong of Indiana leaves this week for 
two weeks at Camp Knox where he will 
serve, as for several years past, as judge 
advocate for the 38th Division. Colonel 
Wysong says the duties are not irksome 
and he enjoys the contact with his old 
army friends. 


R. M. Malpas, president of the Rein- 
surance Life of Chicago, who has been 
on the Pacific Coast since April, will 





return to his office the latter part of this 







week. Mr. Malpas went to Arizona, 
southern California on account of 
health. He has now regained | 
strength and for the last few weeks} 










been visiting home offices on the qa _poit 
and those on his route home to Chic. 

Lawrence M. Cathles, president of 
North America Reinsurance, sailed fg An 2 
New York on the “Laconia” July qj Massac 
planning to spend a month in the Bridge establis 
Isles. A native of Edinburgh, Scotia erman + 
and a graduate of the famous Geog™me St, Bro 
Watson College of that city, Mr. (,j—e Both M 
les was connected with several life qm who co 
panies in Scotland before coming to yy writers 
country in 1905. While away he , having 
doubtless revisit a number of his agency 
haunts and former associates. 1 New 

o— years a 

A zero lapse ratio for the year « years, 
ing June 30 won first prize in the 1%) Sackerm 
29 conservation contest of the Nori Leaders 
western National Life for Meldmiii) he has b 
Gray of Columbus, O. Mr. Gray, a ri ager of 
eran agent of the company, who iy ) manager 
maintained consistently low lapse ay Mr. Lev 
tios for many years, will receive @as a pe 
iward of $100 at one of the compan likewise 
three regional conventions to be hd? agents, 
it Niagara Falls, Aug. 28-30. 

Second prize of $75 was won by lL 
Rosenfeld of the Cravens, Darga . | 
Co. agency, Houston, Tex. Tingge core 
prizes of $50 each will go to H. i — sup 
Yerxa of the White & Odell ages » Springhe 
at Minneapolis, E. E. Harriott of iggy %o" pert 
Preston-Hoppin agency at Great Fug state ag 
and J. P. Powell of Memphis, Tenge Merchan: 
who een next highest in the conte: apolis. 

=m with the 

Junior officials of the Northwest) developec 
Mutual Life of Milwaukee held their ogi ducing a 
nual picnic at the summer home qj at the ti 
W. P. Behling, cashier, on Lake Bag returned 
lah. A feature of the event = Gay ing the 
presentation of a cane to Henry F. Tre had been 
rell, legislative counsel, who has )§ 
completed 35 years with the compi 
Mr. Behling, the host, has been Frank | 
the company 47 years and is the sec eral mana 
oldest official in omy of service. tena! 13 


brother, | 
pointed gr 
southeaste 


John J. Eberhardt, general ager 
the Massachusetts Mutual Life at Sas 





Kan., who died recently at Battle Cr BS Trust Lif 
Mich., where he had gone for treats ton build: 
wrote numerous rhymes for chili" B® brothers y 


and published some of them in a b 
called “Lanes o’ Ladland.” Mr. Ee 
hardt was at one time a clerk ™® 
Massachusetts Mutual home office. L 
went there in 1892 and was in the po 
Then he returned to! 





department. 

field as am agent and was made gen ' SUPERV: 

agent at Salina in 1902. He was i 

an athlete, playing baseball, tenms “ae, 4, Ke 

zolf. ae 

g _ Life, | 
Harvey White, vice-president ° 


Inter-Southern Life of Louisville, ' 











elected state commander of the ” SRE K 
ican Legion in Kentucky at the ana the Aetna 

meeting im Danville. Mr. White * Sieeme inv 
not present at the meeting, having B supervised 
detained on company business it BJuly, incly: 
delphia, x account of the illness io 5 anit’ plan 
ton of C Arnett, president, whe ingly. He 
taken hee with mumps. Mr. vi Beverage pr: 
is past commander of the Jefies B Average 
post of the American Legion at 5 group 

ville. 





Harry W. Rice has joined the ae 
can Central Life of Indianapolis 3 

supervisor. He entered the ser 

the New York Life as an office boy # 
then resigned to become an agent 4 : 
American Central in Oklahoma. * Big, 
1910 to 1912 he concentrated on cor 3 
vation and policyholders’ service” 
gave up his post to become execs! 
field representative of the Farme? 
Bankers Life of Wichita. He ret 
to the American Centra! in 1915 0 
gage in special conservation Lea 
statement work. In 1917 he joie 






















Otis A. Hann Company. 
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LIFE AGENCY CHANGES 














) sACKERMAN & LEWIS NAMED 


| Massachusetts Mutual Life Has Ap- 
| pointed Another General Agency 


- 

: in New York City 

© An additional general agency for the 
i Massachusetts Mutual Life has been 


) stablished in greater New York: Sack- 
S erman & Lewis, with offices at 16 Court 
©<t. Brooklyn, having been so appointed. 
© Both M. J. Sackerman and Gibson Lewis 
who compose the firm are life under- 
writers of experience and proven worth, 
Shaving been connected with the Fraser 
Sagency of the Connecticut Mutual Life 
n New York City, the former for 11 
vears and the latter for the past five 
vears. As a full time producer Mr. 
Sackerman qualified for the company’s 
Leaders Club year after year. Since 1923 
B he has been instructor of agencies, man- 
Sager of the uptown office and associate 
manager in charge of full time men. 
Mr. Lewis, too, has an enviable record 
Has a personal business writer, and has 
likewise had experience in developing 
pagents. 





George Hawkins 


George Hawkins, who four years ago 
was superintendent of agents of the 
Springfield Life during its reorganiza- 

tion period, has been appointed Indiana 
state agent with headquarters at 434 
Merchants Bank building im _ Indian- 
apolis, Mr. Hawkins was originally 
with the company for only one year and 
developed an agency force that was pro- 
ducing a half million of business a month 
at the time he left the company. He 
returned to Indiana where, prior to tak- 
Hing the Springfield Life position, he 
Shad been connected with the Aetna Life. 





Frank E, Pettric 


Frank E. Pettric has resigned as gen- 
cral manager at Milwaukee for the Na- 
tonal Life of Vermont to join his 
brother, Victor F. Pettric, recently ap- 
pointed general agent for Milwaukee and 
southeastern Wisconsin for the Mutual 
Trust Life, with offices at 6018 Plankin- 
ton building, Milwaukee. The Pettric 
others were for many years associated 





in an agency at Wausau, Wis., where 
they established a notable record as pro- 
ducers of life and accident business for 
the Travelers. Both have been more re- 
cently with the National of Vermont. 


J. B. Ellis 


J. B. Ellis has been made manager of 
the Pan-American Life at Birmingham. 
He hails from Selma, Ala., and is a 
cousin of President Crawford H. Ellis 
of the company. He was formerly in 
the state legislature. He is president of 
the Dallas county school board. 





North American Life Appointments 


The North American Life of Toronto 
announces that F. X. LeBlanc, who the 
past year successfully established an 
agency at Three Rivers, Que., is ap- 
pointed assistant manager in Montreal, 
where he will have special charge of the 
French division. F. deHaerne, who also 
went from Montreal to Three Rivers 
when the latter agency was opened, is 
appointed district manager there. 

G. P. Weir is appointed assistant man- 
ager at Toronto. Mr. Weir joined the 
company only recently, but has a broad 
selling experience. 


J. E. Yarnell 


J. E. Yarnell, manager of the Sun 
Life for the province of New Brunswick, 
and prior to that with the Montreal city 
division, has been promoted to division 
manager at Winnipeg. 


W. B. Richardson 


W. B. Richardson, formerly branch 
manager for the Pilot Life at Greens- 
boro, N. C., has been transferred as 
manager for the Charlotte office. He 
succeeds Osborne Betha, who resigned 
to undertake educational work for an- 
other company. 


F. A. Porterfield 


The Pilot Life of Greensboro, N. C., 
has recently appointed®a new general 
agent at Fort Worth, Tex. F. A. 
Porterfield. 











The Aetna Life announces the appoint- 
ment of S. A. Fowler of Paducah, Ky., 
as district agent, with offices in the City 
National Bank building. 

















RH. Keffer, Manager of the Aetna 
Life, Gives Some Information 
as to His Office 


» 2. H. Keffer, one of the managers of 
the Aetna Life in New York City, gives 
| ‘ome interesting statistics as to his 
B yipervised sales system from April to 
p euly, inclusive. Mr. Keffer adopts the 
aut plan and groups his men accord- 
B'sly. He has given the result of the 
“verage group as follows: 
a ane number of men in : 
) Total number of calls for group 7 


8 

‘otal number . - 
group of interviews for 50 
1 


© Tota) humbe 
” r , a 
By Avera “ ~ of working days 


day, for grou 7 
day, p for 102 days. 96.75 
Average number of interviews 
= day, for group, for 102 
SE SOON Ssnenecycn 5400nene's-s 49.00 
t' ase number of calls per 
aver: ber man, for 102 days... 10.75 
iT oa €€ number of interviews 
=} day, per man, for 102 
ays he * 5.4 


mS excused absente 

3 s es for any 

; aventon, for 102 working days 163 
Senta’ lumber of lates, ab- 
—_ excused absentees for 


day, for 102 da 
.— PGcseedssescen 1.6 
B Total Written business for 102 
— Blt eee $1,803,450 








Average written business per 
Gay for 108 GAyS...cccccccccs 


Total paid-for business for 
group for 102 days........... 648,750 


Robinson Agency Wins Cup 


With a 200 percent increase in paid- 
for production, the Missouri State Life’s 
W. R. Robinson general agency in 
Philadelphia, won the Hillsman Taylor 
Cup for the quarter ending June 30. 
This cup is awarded quarterly to the 
branch or agency making the greatest 
gain over the same period of the pre- 
vious year in paid-for production. The 
W. R. Robinson agency reported $1,- 
241,920 of new written business during 
the first six months of 1929, 


To Organize Unity Life 


Intention to form the Unity Life at 
Syracuse, N. Y., has been announced by 
the incorporators, who are William F. 
Rafferty, William Coombs, Ernest R. 
Deming, Lucius G. Lacy, Leland G. 
Bayley, Elmer T. Eshelman, William F. 
Gooshaw, Thomas B. Walsh, Elmer Van 
Benthuysen, Joseph E. Klotz, Warren 
B. Unbehend, George R. Fearon and 
Edward F. Joy. 

Every successful life insurance man 


should receive his personal copy of The 
National Underwriter. 








No. 2 of a Series 











A veritable paradise for the devotee of that 
fascinating sport which numbers its followers by 
millions—golf! 
vista of noble trees and undulating leas, velvety 
fairways that saunter alluringly over verdant knolls 
and through shady dells, enticing greens that charm 
the eye and put the most priceless of man’s antique 
carpets to shame—that is the delectable course at 
Biloxi, Mississippi. 

American Central Field Club members who 
love the game of games wi!l have an opportunity to 
play this wonderful course in January, 1930, when 
the Club holds its annual vacation. 
goes to show that excellent production and outstand- 
ing renewal experience are valued and rewarded by 
a Company that has ever stood for ideals which 
assure permanent progress and lasting good-will. 


Smooth tees that face an exotic 


All of which 


CEZDONS 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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STATE MANAGER 
FOR NEBRASKA 


Contract second to none, on com- 
Allow- 
ance for office rent and telephone. No 


mission and renewal basis. 


advance—no salary. If you are a 
producer and can organize a sales 
force this is the contract you want— 


write 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 
3719 Washington Blvd., St. Louis, Mo. 








In Summer 











or in winter the representatives 
and policyholders of the Massa- 
chusetts Mutual enjoy not only 
the, great resources and splendid 
facilities of this Company, but also 
that mutual counsel and co-opera- 
tion which make every relation- 
ship a definite advantage to all 
those who rely on our service. 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of Insurance in Force 
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AFTER STRONG REBATE LAW 





Chicago Association Plans Lobby in 
Next Legislature to Secure Act 
Invalidating Policy 





Adoption of an anti-rebating law with 
teeth in it is expected to be sought this 
fall in the Illinois legislature by the 
Chicago Association of Life Underwrit- 
ers and leaders in the life business 
throughout the state as a result of the 
highly competitive condition to be found, 
particularly in Chicago. 

It is said for the first time life insur- 
ance men will send an experienced agent 
or manager to Springfield and will pay 
his expenses while he remains in close 
contact with legislators in an attempt to 
put the bill through. It is hoped to se- 
cure adoption of a law which would in- 
validate insurance if a rebate were given. 
This is believed to be the only threat 
that will reduce the evil practice. Life 
underwriters are not so optimistic that 
they believe they can entirely eliminate 
rebating by legislative enactment. 

Heretofore in Illinois, it is said, no 
attempt has been made to lobby in the 
legislature but senators and representa- 
tives have been asked to do all they 
could. The result has been that they 
have handled the bills in a perfunctory 
way and they were voted down. The 
Chicago association and others in the 
state have rules which require throwing 
out a member if he is found guilty, but 
this action has little effect on the situa- 
tion. 

The Chicago association intends this 
year to raise a fund to finance the ant:- 
rebating campaign and it is believed pos- 
sible that an effective law may be en- 





acted when legislators discover that th 
life men are in earnest. 


Mielenz Entertains Agents 


The Albert E. Mielenz general agen, 
of the Aetna Life at Milwaukee was ho: 
at a series of three picnics in varioy 
parts of the field given as a reward fy 
good production records made by th 
agents. 

Mr. Mielenz arranged the first , 
those picnics at Lake Geneva for th 
southern Wisconsin agents, with 65 pe. 
sons present. Agents from central Wi. 
consin and their wives were entertaine/ 
at a picnic at Waupaca and agents ;j 
the northern Wisconsin and northern 
Michigan group were entertained at Ch. 
cagoan Lake, near Iron River, Mich 

Sixteen men from the Mielenz ageng 
qualified to attend the regional conier. 
ence which is being held at Winnipg 
Aug. 1-3. It is understood here the 
this is the largest delegation from an 
one agency to attend the conference 





Minnesota-Wisconsin Contest On 


A contest between agents of the My 
tual Trust Life in Minnesota and Wis 
consin for best production in July w 
August is under way. According : 
Frank E. Pettric, general agent at M 
waukee, the “Gophers” and “Badger 
are running neck to neck. 





Scallen Joins Union Trust 


John A. Reynolds, vice-president ¢ 
the Union Trust Company of Detroit 
charge of the company’s insurance wor 
announces the appointment to his sti 
of Sylvester J. Scallen, former assistat 
treasurer and auditor of the Condw 
tors’ Protective Assurance Company. 
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SURETY LIFE WILL EXPAND 





Kansas City Company Is to Employ an 
Agency Director and Extend 
Its Operations 





KANSAS CITY, MO., Aug. 1—The 
Surety Life of Kansas City is increasing 
its authorized capital from $100,000 to 
$200,000 at the meeting of the stock- 
holders September 11. The company, 
which was organized in 1924 with a 
capitalization of $100,000, is planning to 
increase its agency territory, and is at 
present reorganizing its agency work. 
A new agency director will be appointed 
soon. 

Although at present only licensed in 
Missouri, the Surety Life will enter 
other states as soon as the reorganiza- 
tion of the agency department is com- 
pleted. James S. Summers, former state 
senator from this district, is president, 
having assumed his present position in 
1926. E. H. Wright, a Kansas City 
business man, is vice-president; R. P. 
Magovern, secretary, and W. Q. Church, 
treasurer, Dr. Gordon A. Beedle is med- 
ical director. 

With contemplated expansion, the 
company expects to have a reserve of 
$100,000, $200,000 capitalization, and 
$200,000 surplus by the end of the pres- 
ent year. The present reserve is ap- 
aay $67,000, with $70,000 sur- 
plus. 





Regional Meeting at Minneapolis 


The Business Men’s Assurance con- 
ducted a sectional school and _ sales 
meeting at Minneapolis July 22-26. 
About 60 representatives from the Da- 
kotas, northern Wisconsin and Minne- 
sota attendedj From the home office 
President W. T. Grant, Vice-president 
J. H. Torrence and B. A. Hedges at- 
tended. 





PALMER NOT A _ CANDIDATE 
Withdraws Name From Further Co 
sideration for Insurance Commis- 

sioner of Nebraska 





LINCOLN, NEB., Aug. 1—M. 1 
Palmer, general agent here for the \* 
tional Life of Vermont, has_ notift 
Governor Weaver that he desires © 
withdraw his name from any furtit 
consideration for insurance comm 
sioner, and the group of leading * 
surance men from Lincoln and Omaii 
who have been urging his selection lu 
given up hope of getting an outstaié 
ing insurance man named for the pla 
now temporarily filled by J. L. Kizer 

These men have frankly expres® 
their alarm to the governor over ™ 
possibilities of trouble that exist m™ 
practices of a number of the sma 
companies, and have urged the necess# 
for having an experienced man to @ 
with them with a strong hand. They * 
duced Mr. Palmer to agree to take ™ 
place, although he demurred becaust® 
the heavy duties and the financial st 
rifices involved. The governor a 
Mr. Palmer if he would accept the p* 
and he said he would. That wa’ 
month ago. Since then the gove™ 
was waited upon by a committee” 
representative insurance men and wf 
to act, but he gave no indication ™ 
he would do so. 

Mr. Palmer has now sent a lett’ 
the governor in which he says: 

“I feel that sufficient time has ela 
for your consideration of this ™#* 
and I want to withdraw any inferet*’ 
may have given you that I would ® 
cept the position even if tendered " 
me now. I believe that certain © 
tions have arisen to make this actio®" 
my part necessary.” 
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Mr. Palmer relate to opposition that has 
developed against his appointment 
among some of the mutual men, who 
jear an old line insurance man at the 
head of the department, and also the 
opposition of the companies that would 
have been destined for investigation if 
he had been named. 


WIFE SEEKING DIVORCE CAN’T 
COMPEL KEEPING INSURANCE 








In the opinior of the Nebraska su- 
yreme court a husband, whose wife is 
suing him for divorce and has secured 
a decree in her favor, can not be com- 
yelled to keep in force the life insurance 
yolicies he purchased when they were 
married and which ran in her favor. 
Mrs. James McCord, wife of a wealthy 
Omahan, was the applicant, and she 
wanted the policies to continue pro- 
tecting her until the supreme court had 
passed on her appeal from an order 
allowing $200 a month alimony. McCord 
has an income of $1,500 a month from a 


trust estate. He had used $200 of this 





to pay premiums, taking out $81,000 
life insurance so that his widow would 
be in comfortable circumstances, as the 
income he is drawing ceases when he 
dies. His attorney argued that a man 
has complete control over life insurance 
policies, and can stop paying on them 
or cancel or surrender them when he 
wishes. He also contended that it would 
be against public policy to allow a wife 
seeking a divorce to gamble on the 
possibility her husband might die before 
a final decree, and the court sustained 
him. 





Opens New Waterloo Office 


The Peoria Life is establishing a dis- 
trict office at Waterloo, Ia., in the Pei- 
onee National Bank building, with su- 
pervision over six adjacent counties. 
Harvey P. Baird, now of Cedar Falls, 
will be district manager and John W. 
Miller of Waterloo will be assistant. 
E. B. Seidel, home office supervisor, 
completed arrangements for the open- 
ing of the office. 








IN THE SOUTH AND SOUTHWEST 














COURT HELD CASE SUICIDE 





Insured Made Payment on Policy and 
the Next Day Her Arrest 
Was Sought 





In Home Benefit vs. Buro, court of 
civil appeals of Texas, 10 S. W. (2d) 
188, the defendant issued a policy to the 
insured for $1,000. The insured made 
a payment of $5 on the premium. The 
following day certain peace officers went 
to the residence of the insured for the 
purpose of arresting her on a charge of 
passing forged paper. 

The insured requested them to permit 
her to enter the house and change her 
clothing before going with the officers. 
This request was granted, and a few 
minutes thereafter the officers heard a 
shot in the house and upon entering dis- 
covered the insured had been shot with 
a pistol. There was no one else in the 
house at the time of this occurrence. 
The insured died a short time thereafter 
. a hospital from the effects of the 
shot, 

Liability Was Denied 


On this state of facts the defendant 
denied liability under a clause in the 
policy which exempted it in case the 
insured committed suicide within a cer- 
tan time. The beneficiary filed suit, 
and a jury returned a verdict that the 
msured had not committed suicide. 
From judgment on this, the defendant 
appealed and the higher court in review- 
ing the record and in reversing the 
judgment, said: 

Say Evidence Showed Suicide 


“The record shows without contro- 
versy that the policy of insurance had 
deen paid for the day before the shoot- 
ing, and that . (deceased) was 
charged by complaint with having com- 
mitted two or more felonies, and that 
the officers were there to arrest her for 
me offenses, There was no question 
out that she shot herself, the only ques- 
Yon being as to whether it was inten- 
tonal or accidental. 

- hile we recognize the rule of law 
reg itis presumed, when a person 
thet ~ ar te it is an accident, and 
a fe devolves upon the party contest- 
_ =e show that the shooting was 
ag suicidal intent, we think the 
om - in this case so strongly indi- 

that (deceased) deliber- 


p ately committed suicide that the verdict 







o 
» “and Rapids 





Sjudgment of tl 


; 


¥ 


sh : : 
ould not be permitted to stand. The 
le trial court is reversed, 


a = 
nd the cause remanded.” 








Lee . 
represent mworth, Grand Rapids, Mich., 
Life for the _— the Lincoln National 


10 years, died at the 
Hospital from pneumonia. 








INCOME LIFE NOW WRITING 





New Louisville Company Gets License 
and Buys Building for Its 
Home Office 





LOUISVILLE, Aug. 1—The new 
Income Life, formed some months ago 
by A. L. Noe and associates, has secured 
a long term lease on the old American 
National Bank building at Third and 
Main street, which was later known as 
Our Home Life building, and will use 
this property as its home office, chang- 
ing its name to the Income Life build- 
ing. The company was recently licensed 
in Kentucky and will start writing life, 
accident and health insurance this week. 

Mr. Noe resigned as general agent in 
this territory for the Columbian National 
Life last spring to head his own com- 
pany, which has a combined capital and 
surplus of $500,000, to be increased later 
to $1,000,000. Mr. Noe is president; 
Fred W. Hardwick, treasurer; N. Gray 
Rochester, secretary; H. J. Tilford, gen- 
eral counsel; Lyle Atherton, medical 
director. Directors include these men 
and E. D. Axton, J. D. Buckner, Smith 
T. Bailey, Pryor R, Beard, Charles E. 
Cannell and Dr. D. P. Hall. 


Raley Agency Passes Million Mark 


The Jeff J. Raley agency of the Cen- 
tral States Life has passed the $1,000,000 
mark in paid-for business and is endeav- 
oring to obtain another $1,000,000 be- 
fore Dec. 31, 1929. The agency has its 
headquarters in Hot Springs, Ark. 

C. W. Breidecker, agency supervisor 
for the Central States Life, attended a 
one-day celebration held by Raley 
agency at Hot Springs to celebrate the 
successful passing of the $1,000,000 
mark. The attendance was 100 percent, 
every salesman invited being on hand. 
They came at their own expense from 
all parts of the state. All of the old 
agents paid for more business the first 
six months of this year than in the cor- 
responding period last year. 








Evolves Summer Soliciting Plan 


P. G. Cosby, agent at Farmville, Va., 
for the Provident Mutual, reports that 
he has evolved a plan of getting sum- 
mer business which is producing satis- 
factory results. His method is to make 
twenty 3-minute calls a day during 
the summer. His reasoning is that sum- 
mer business is spotty and people don’t 
want long discussions. In three min- 
utes, it has been found from experience, 
he can tell whether a man is interested. 
Any more is a waste of time with an un- 
interested man. Mr. Cosby finds that 
an interested man will give his date of 
birth together with a few pertinent facts 








Opportunity Is Knocking at 
the Door of Six Men 


Each man between the ages of 30 and 45. 


Each of whom has had three years or more of SUCCESSFUL 
life insurance experience; has ability and character, and is willing 
to devote his entire effort to the organization and development of a 
general agency of his own, under 

A GENERAL AGENCY CONTRACT WHICH MEANS 

Larger first year commissions, 

Longer renewals, 

Larger overwriting commissions 

All standard forms of policies 

(Participating and Non-Participating) 

Liberal disability benefits 

Double indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


To these six men the following general agencies are 
now available: 
Western Michigan 
Central Michigan 
Eastern Michigan 
Northern Ohio 
Central Ohio 
Southern Ohio 


Grand Rapids —- 
Lansing 
Detroit & Flint 
Cleveland 
Columbus 
Cincinnati 

If you are the man listening for this 
knock at your door, write, giving us a pic- 
ture of yourself and your experience. 

We will not check references until after 
interview. 


All communications in confidence. 


Address N-2, The National Underwriter. 




















“THE FRIENDLY COMPANY’ 


Progress of Protection 


The Life Insurance business, once a tiny 
enterprise ridiculed and suspected, is now a 
mighty bulwark of protection. The first life 
policies were death benefits only—today their 
scope covers all human needs from a pro- 
tective standpoint and guarantee perfect pro- 
tection on the installment plan basis. 


If you are interested in becoming a mem- 


ber of the great profession of Life Under- 
writing, it will pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, LIlIlinois, Ohio, Michigan 


Tennessee, Arkansas, Iowa, California and Tenas 
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THE MANHATTAN LIFE 


INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


THOMAS E. LOVEJOY, President 


Enjoying a 
Record Year! 




















Embarrassing! 


It is becoming embarrassing to be an unsuccessful Penn 
Mutual General Agent or Agent, because they are so few. 


Our Educational Department, under the direction of 
Vincent B. Coffin, is increasing the sales knowledge and de- 
veloping the sales ability of Penn Mutual representatives 
everywhere in our Field, to their expanding profit. Our 
great increase in new business is being produced through 
the further education of an already capable body of Agents, 
as well as by the addition of new Agents. 


William Penn, founder of Pennsylvania, whose name out 
Company bears, said: 
He that understands not his employment, what- 


ever else he knows, must be unfit for it; and the 
public suffers by his inexpertness. 


The Penn Mutual’s aim and requirement is that every 
representative shall understand his employment, so that the 
public shall not. suffer by inexpertness, and that there shall 
be no unsuccessful Penn Mutual General Agent or Agent. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life 


Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 

















and arrange for a later presentation of 
the full matter. Twenty calls a day puts 
him in touch with enough interested men 
to keep his production well up to the 
average during the dull summer period. 


Will Extend Home’s Operations 


W. R. Whitten, Jr., of Jackson, Miss., 
who has conducted a general agency for 
the Home Life for some 23 years, and is 
now in addition looking after the south- 
ern agencies of the company, will extend 
the organization considerably. His own 
general agency produces upwards of 
$3,000,000 a year. His long-time friend, 
H. T. G. Hoffman of Mt. Sterling, Ky., 
is assisting temporarily in production 
work. 


Becomes Asset of Estate 


Held that since public policy forbids 
the beneficiary in a policy of life in- 
surance, who has unlawfully killed in- 
sured from receiving any benefit from 
the policy, the amount of the insurance 
becomes an asset of the decedent’s 
estate to be recovered by the adminis- 
trator for the payment of debts of the 
estate, and distribution of the remain- 
der to the heirs at law of decedent. In 
an action by the administrator to re- 
cover on the policy in such a case, a 
minor heir of decedent was not a neces- 
sary nor proper party. Cooper vs. 
Krisch Sup. Ct. Ark. 


Penn Mutual Has Oklahoma School 
Vincent Coffin, 





director of education 
for the Penn Mutual Life; James L. 
Taylor of San Francisco, home office 
representative, and Ralph G. Englesman, 
general agent in New York City, were 
in charge of a three-day sales school 
conducted by Robert T. Shipley, general 
agent for Oklahoma. Thirty agents of 
the Shipley agency attended, together 
with eight agents working out of the 
Cecil K. Deane agency at Wichita, Kan. 

This was the final school in the series 
recently conducted by these three offi- 
cials in the far and middle west. 


Citizens Gets Carolina Company 


J. F. Little, president of the Citizens 
Life of Huntsville, Ala., has announced 
the acquisition of the LaFayette Life of 
North Carolina. He states that this 
gives the Citizens $250,000 more in as- 
sets and $1,000,000 more in insurance. 


Dixie Mutual to Merge 


The Dixie Mutual Life of Fort Worth 
will be merged with the Teachers Legal 
Reserve Life of Dallas, J. S. Robertson, 
president of the latter company, an- 
nounces. Senator Joe Moore of Green- 





ville is president of the Dixie Muty 
and R. A. Stuart, district attorney 
Tarrant county, Tex., is secretary. The 
will become directors of the 
company. 


ance, 


Simmons Returns from Trip 


Dr. E. G. Simmons, 
Pan-American Life, has returned to Ne 
Orleans from a two weeks’ trip ; 
which he visited the general agencies 


members of the agency were 
tained. 
noon session. 

eral conditions 
keen for many 
pects for a large ‘business during the r 


mainder of the year very favorable. 


better than 


Needs No Proof of Injury 
Chancellor D. W. DeHaven of Men 


ture of a life insurance policy, wher 
without submitting proof 
the insurance company. 
injured 


sustained 
injury to 
policyholder 


ment to lapse. 
the premium fell due and the compar 
contended that since it had not bee 


ment voided the policy. The chancellor 
ordered payment of the benefit to ¢! 
beneficiary. It is said an appeal x 
be taken. 


Made Educational Supervisor 


Appointment of Mrs. N. M. Whale 
as agency supervisor for the depart 
ment of education of the Pyramid Lil 


of Little Rock, Ark., is announced by 
Herbert L. Thomas, president of th 
company. 





Had Carried Large Line 


In connection with ‘the ‘suicide z 
Louisville of Giles B. Van Cleave, for 
mer large retaif furniture man, it be 
came known that he at one time was: 
large carrier of life insurance, it being 
reported that he carried more tha 
$600,000. Just how much of this wa 


| still in force at his death is not knows 


Van Cleave a few years ago was pres 


dent of the Rhodes-Burford Furnitur 
Company of Louisville, which 
branches at several points. A few yeat 


later he left that organization and pur 





chased three furniture houses in Louis 


\ ville. 
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ACCIDENT AND HEALTH FIELD 





NOT COVERED BY AUTO FORM | and did not see any fire on insured, ¥! 


Two Cases Where Limited Contracts 
Have Been Decided by the 
Higher Courts 


Appellee recovered on an accident in- 
surance policy on her decedent, insuring 
against death or disability resulting di- 
rectly, independently and exclusively of 
all other causes from bodily injuries af- 
fected solely through external, violent 
and accidental means and sustained by 
insured by the wrecking or disablement 
of any private horse drawn vehicle or 
motor car, in which insured is riding, 
or driving, or by being accidentally 
thrown from such vehicle or car. The 
evidence shows that decedent had driven 
to a filling station for gasoline and 
while waiting at the station while the 
gas tank was being filled, the gasoline 
ignited while the attendant was operat- 
ing the pump valve and insured was 
handling the filling nozzle at night. The 
attendant with a piece of carpet put 
the fire of a small boy’s clothing out 














had carried the boy away from the ret 
of the machine. As he extinguished t 

fire on the boy's clothing, he heard ! 
sured cry out in the road. His cloths 
was covered with flames, and from thos 
burns he died. Held that as the 

surance was specially limited and ! 
accident does not come within the ' 


itation, the evidence does not supp 
- verdict. Reversed. Continental ! 
. Malott, App. Ct. ind. 


Where a policy of endian insure 
indemnifies first against injury to 
sured while a pedestrian in connect 
with being struck down by cer 
classes of motor-driven vehicles. 
second, against accident from a coll! : 
while riding in certain classes of mo! 
driven cars, held that the qualify 





merged 
The Teachers Legal Resery, 
sells stock in connection with life insy 


vice-presiden: 


Birmingham, Atlanta, Louisville ay 
Lexington. At each of the genera 
agencies Dr. Simmons was the gues 


of honor at a luncheon at which th 
enter- 
This was followed by an after. 
Dr. Simmons found gep- 
they har 
months and the pros. 


phis has ruled that the disability fea. 


payment of premiums is waived, Can de 


four days befor 
his premium was due allowed the pay- 
He died five days after 


notified of the injury the lapsed pay- 





terms of each class will be applied to! 
risks of its particular class, and will ! 
be construed together so as to ™ 
the risks of one class of such vehicle’ 
or cars apply to an injury covered 
the other. A policy insuring a pe 
against accident by collision while ° 
ing or driving in any hors se-drav 
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Schicle or motor- -driven car, by interore- 
” ion clearly includes an accident oc- 
yrring while the insured was riding 
» a motorcycle, a car by usual sig- 
pificance being an automobile. affording 
igreater security t- the riding therein 
than a motorcycle. —_ vs. Life 
% Casualty of Tenn., Sup. e fa 


B. M. A. DROPS TIME LIMIT 
ON ACCIDENT INDEMNITY 


KANSAS CITY, MO., July 
Aiter a thorough analysis of its experi- 
nce under long standing disability 
tims, the Business Men’s Assurance 
bas decided that a limitation of full in- 
Memnity, payable each 30 days during 
fot al disability, to a period not exceed- 
ing 12 months need only be placed upon 
Flaims for disability from sickness. This 
thange in the accident and health policy 
means that at the regular premium rate 
the applicant may purchase a policy pay- 
ing 50 percent of the accrued indemnity 
gach 30 days and receive the indemnity 
as long as he lives and remains disabled 
from either accident or illness. 

Or the applicant may receive full in- 
demnity payable each 30 days as long 
as he lives and remains disabled from 
accident and full indemnity for disability 
One year. 

This change is based upon the expe- 
fience that a very small percentage of 
the long standing disability claims has 
been from the result of accident. 


Flagg Now Secretary-Treasurer 


31.— 








George F. Flagg, who has been vice- 
president of the Indemnity Life & Ac- 
tident of Indianapolis, has been elected 
fecretary-treasurer succeeding W. E. 
Call who has resigned. Frank C. Lory, 
a local capitalist, has been elected vice- 
president. W. W. Dark, who organized 
the company, continues as president. A 
Substantial increase in business for the 
frst half of 1929 is reported. 


U. S. Mutual Outing 


For the third year, the United States 
Mutual of Chicago has conducted a 
tombined agency convention and an an- 
nual outing at Kalamazoo, Mich. This 
year there was an attendance of over 200. 


This was 
as in previous years. 
Won one year 
$0 the 


iz0 teams 
p event 


a champion- 
Detroit 
and Chicago won the other, 


Delegates were present from Cleve- 
dand, matianapelia, Detroit, Gary and 
Chicag In addition to the usual con- 
ve ion program, a very interesting ball 
—_ Ww: played by the Detroit and 
$h 


Winner this year was recognized 
asthe champion. The honor went to the 
Chicago team. In the evening there was 
&@ banquet and dancing. 

Dixie Entering Ohio 

The Dixie Life & Accident of Nash- 
Fille, Tenn., entering Ohio and will 
Sen an office in Cleveland This will 
Be the headquarters of the division 
Which will have charge of two or three 
Bdjacent states The commercial de- 
Partment ently inaugurated is mak- 
£ fine progress under Manager J. Louis 
a T agents are all on their 
then 

Seeks Name for House Organ 

The Great Western of Des Moines is 
e@ecking a new name for its house 
#gan, formerly known as “Ouch.” <A 
Pentest is being conducted in the or- 
Benization for a prize name. The pub- 
Beation } been in existence for ten 
Fear 


Graff Boston Superintendent 
B. P. Gragr 


t the } sraff, formerly an underwriter 
the hon 


hore i: fice of the Aetna Life and 
eaten . the accident and health 
l me} the New York branch 


Bice, has heen ¢ rr 
i transferred to the 


ntendent of the 
partment at that 


Boston 
accident 
point. 


ine . 
nas super 


l health de 


Stade Joins Southern Surety 


Paul 


fice A. aa has joined the head 
ident ana h. — Southern Surety'’s ac- 
writing alth department, in the un- 
Ne divisior Mr. Stade, who has 








had several 


with the Travelers, 


J. E. 


sion. 


Atwood 


LIFE 


in the 


INSURANCE 


years of experience, 
becomes assistant to 
underwriting 





chiefly 


divi- 
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CARTER HOLDS FIRST SCHOOL 


Penn Mutual General Agent Adopts 
Modern Sales Method With Com- 
pany Educators Present 


The first 


salesmanship 


school 


ever 


held in Salt Lake City by the Penn Mu- 
tual has just concluded after three days 


of activity. 
called together 
general 
the courses 


About twenty 


agent. 
were: 
educational director, 


by William 
Those 


Vincent 


agents 


were 


A. Carter, 


who conducted 


B. Coffin, 


Ralph Englesman, 


general agent from New York, and J. L. 


Taylor, 
tive from San 
city Mr. 
Club on the 
on invitation 


president of the club. 
ot 


importance 


as far as possible. 


Francisco. 


“Phychology 
of Mr. 
He 


“Suggestion” 
urged the use of non-technical language 


to the members of the Utah 


derwriters 


of salesmanship. 


special home office representa- 
While in the 
Coffin addressed the Kiwanis 
of 
Carter, 
stressed the 


Selling” 
who is 


and also 


Mr. Englesman spoke 


Life Un- 


Association on the principles 


New Division of Territory 


Norman F., 


Glendenen, 


who has been 


assistant manager of the life department 
in the San Francisco office of the Trav- 


elers for four years, has been given di- 
rection of the life department in the 
Oakland branch office which has just 
been established. The branch covers 
Alameda and Contra Costa counties, in- 
cluding the cities of Oakland, Alameda 
and Berkeley, besides many smaller 
communities. The remainder of north- 
ern and central California continues 


under the jurisdiction of the San Fran- 


cisco branch. 


Peterson With New Company 


Ray H. 


Peterson, 


office 


manager for 


the Occidental Life of Los Angeles, has 
resigned to go to Salt Lake City to be- 


connected 


with the 


Pacific 


come new 

National Life in a similar capacity. He 

was formerly with the Idaho State Life. 
Ready to Write in September 

The first unit of the American Med- 

ical Life Associates, the holding com- 

pany for the American Medical Life 


and two or three additional companies 


that will 
country, 
inton state in 


George / 


ultimately 
will be ready to write in Wash- 
according to 
A. Lovejoy, assistant vice-presi- 


cover 


September, 


the entire 


dent in charge of the Seattle office. 


Hart Was Honor Guest 


Frank H. 
general agent 
Arizona, 
called into 
states, 
president. 
several days 
east. The 
agents. Mr. 
spoke on 
Moseley 


visor, 


Davis, 


New 
Denver 
in honor of Hugh D. 
Mr. Hart has been in Denver 
Sunday 

attended 


and 
dinner 
Davis presided. 

“Signs 
Hopkins, 


also spoke. 


Penn 

for Colorado, 
Mexico and 

agents 


left 
was 


of the 
home 


Mutual 


from 
Hart, 


Lif« 
Wyoming, 
Nebraska, 
these 
vice- 


for the 
by 55 


Mr. Hart 


Times.” A. 
office 


super- 


Probe Benefit Organizations 


Following a number of complaints re- 


ceived from members, 
of 


Association 


Life 


the San Francisco 
Underwriters 


has 


appointed a committee to investigate the 


activities of 
tual benefit 
sprung up 
Peterson, 


Rolla B. 


in 


certain 
organizations 


immediate 


Watt 


the state. 
past 


and Daniel 


“pass-the-hat” 
which 
Clarence 


E. 


mu- 

have 
W. 
president; 
Mooney 


comprise the committee which will dis- 
cuss the matter with the state insurance 
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Guaranty Life Entering Ohio 


The Guaranty Life Insurance Company of 
Davenport, la., one of the sterling companies 
of the west, an institution with an unblem- 

ished record of service to agents and policy- 
In the com- 


holders, is now entering Ohio. 

munities where it is now doing business, it is 
regarded as one of the cleanest and most 
forward looking companies. The Guaranty 


Life offers to agents a personal service that 
will assist them greatly in their work. 


It is now considering applicants for the 
| position of state manager or district manager. 
It will be the aim of the Guaranty Life to 
tie itself up intimately with Ohio activities E 
and give agents the full benefit of its influ- 3 
ential connections in all sections. 3 
| The Guaranty Life will establish a special 
Ohio service which will be attractive in the 


production field. 

Address Lee J. Dougherty, 
& General Manager, Guaranty 
Company, Davenport, Ia. 


Vice-President 
Life Insurance 











A SPLENDID OPPORTUNITY FOR THE RIGHT MAN 


One of the young Legal Reserve Life Companies is in a posi- 
tion to offer a real opportunity to a young man, 30 to 35 years 
of age through becoming associated with us as a Home Office 
Agency Man with the expectation that he will develop as far in 
the Home Office family as his ability to produce results warrants. 
We are not looking for the man out of a job. We want the 
young man who, in his present connection, may feel his promo- 
tion will be long coming. 


His character, industry, education and other qualifications 
that go to make up a successful agency official must be above 
question, 


If 


All correspondence and negotiations strictly confidential. 
interested, address M-98, The National Underwriter. 

















Read “‘Summer Season Sales Letters”’ 


\ctual letters are suggested in the August issue of 
The Accident and Health Review which will help you 
take the “SUMMER SLUMP” out of your accident 


and health profits. 








The Accident and Health Review 
175 W. Jackson Blvd. 
Chicago, Ill. 

m Gentlemen Put ne down fo ear’s subscriptiv 
Sign the coupon and starting with the Pl - a if dh for $2 — 
receive this idea-giving 
accident and health 
magazine for one year. N 

Address 
y uml «Stat 
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Hotel Brevoort 


Madison St., East of La Salle 
CHICAGO 


Convenient proximity to Chi- 
cago’s financial and insurance 
districts is only one of the many 
advantages enjoyed by Brevoort 
guests. Here, at moderate prices, 
are cheery, well furnished rooms, 
faultless appointments, and 
service that anticipates your 
every need. 


Two and one-half blocks from 
the world’s busiest corner and 
the State Street shopping cen- 
ter; close to the principal 
theaters, depots, and all classes 
of transportation. The Brevoort 
restaurants are famous from 
coast to coast for quality of 
food and service. The garage 
extends special courtesies. At- 
tendants call for cars of arriving 
guests without extra charge. 
Room rates: One person, $3.00 
to $5.00 a day; two persons, $3.50 
to $8.00. 

E. N. MATHEWS, President 

R. E. KELLIHER, Manager 














MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 71 years? 


Then why not take 
an Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Are you interested in Illinois, 
Missouri or Kansas territory ? 


3640 Washington Ave. 
ST. LOUIS, MO. 














department with a view to protecting the 
business and interests of association 
members. 


Colorado Life Makes Good Showing 
The Colorado Life, one of the young 





companies of the west, produced more 
than $750,000 new business in July. 
Montana, to which the company was re- 
cently admitted to do business, has pro- 
duced much more than its share of this 
business, an officer of the company said. 














NEWS OF THE FRATERNALS 














INSURGENTS ARE ORGANIZED 


Edward McAllister of Beatrice Heads 
Nebraska Opponents of M. W. A. 
Rate Change 


BEATRICE, NEB., Aug. 1.—Perma- 
nent organization was effected at the 
called meeting of insurgents opposed to 
the new rate schedule of the Modern 
Woodmen, with Edward McAllister, 
head consul of the local camp, as chair- 
man and J. W. McKissick as secretary. 
The meeting was attended by 150 rep- 
resentatives of camps in Kansas and Ne- 
braska, and in addition letters and tele- 
grams were received from other camps 
pledging from $25 to $150 each to 
finance the legal battle. An effort will 
be made to have all insurgents get be- 
hind the Beatrice camp, which secured 
the injunction now in force, and to cen- 
ter all legal efforts on this case. 


Claim Fraternal Character Lost 


The principal points to be urged are 
that the action of the head camp has 
destroyed the fraternal character of the 
order, not only in adopting. old line com- 
pany rates, but in segregating the mem- 
bership into classes paying different 
rates, and that because of playing fra- 
ternal politics the order has lost its self- 
governing character, which the Nebraska 
laws are insistent upon being retained it 
the immunities and privileges of frater- 
nals are to be permitted. 


SEE DECLINE IN CONNECTICUT 


Fraternal Societies Show a Falling Off 
in Members and Life Insurance 
in Force 





The Connecticut insurance report 
shows that the 51 fraternals entered in 
the state suffered loss in membership 
and insurance in force in 1928. The 
number of members decreased from 4,- 
894,337 to 4,727,070 during the year. 
The insurance in force decreased from 
$5,741,658,319 to $5,557,532,737. The ra- 
tio of death claims to mortuary assess- 
ments was 82.7 percent. The manage- 
ment expense to total income was 12.74 
percent. The average number of deaths 
per 1,000 of membership was 13.21. The 
average number of lapses per 1,000 was 
71.14. The Catholic Women’s Benevo- 
lent Legion had the lowest lapse ratio, 
10.95. 


Coakley Heads Maccabees 


The new supreme commander elected 
by the Maccabees, who is expected to 
carry on the policies of A. W. Frye, de- 
posed head of the order, is Daniel J. 
Coakley of Rochester, N. Y. The elec- 
tion and _ installation featured the 
quadrennia! convention of the fraternal. 
Mr. Coakley was favored by the faction 
opposed to the ousting of Mr. Frye by 
the board of trustees last fall. He suc- 
ceeds Daniel P. Markey, a former com- 
mander, who took charge after Mr. Frye 
was removed. New trustees named are: 
E. L. Young, Norwalk, O.; O. W. Thomp- 
son; Judge E. J. Jefferies, Detroit; A. B. 
Chase, Hudson, N. Y.; Marlowe Meredith, 
Wabash, Ind., and H. N. McFarlane, 
Chicago. 


R. E. Johnson Dies 


Ralph E. Johnson, for a number of 
years supreme organizer of the Modern 
Woodmen of America and one of the 
leaders of fraternal insurance in the 
country, died recently at his home in 
Lincoln, Neb., aged 57. He had been in 
ill health for six months, and death 
came from a sudden failure of the heart. 





WANTS REAL SECURITY GIVEN 


Illinois Director of Trade & Commerce 
Writes to the Modern Woodmen 
on Rates 


The Illinois director of trade and 
commerce has stated in a letter to the 
Modern Woodmen of America at Rock 
Island that he would deprecate any un- 
toward situation which would prevent it 
from fulfilling its obligations to mem- 
bers. The Modern Woodmen recently 
initiated a plan to increase its rates in 
order to meet all future claims. Direc- 
tor Leo H. Lowe says that under the 
state laws the insurance department has 
no authority over the supervision of 
rates of fraternals. The letter says: 

“The department has been advised 
that the recent head camp of the society 
has outlined a change in the matter of 
rates to be charged its members as well 
as an enlargement of the scope of the 
insurance activities. 

“The department has on file the 
signed report of examination as of April 
30, 1929. This report shows that the fol- 
lowing states participated in this exam- 
ination: Illinois, Indiana, New York, 
Missouri, Kansas, Wyoming, South Da- 
kota and North Dakota. 


Has Been Helpful 


“The Modern Woodmen organization 
has, during the years of its existence, 
been most helpful in affording protection 
to the people of many states and espe- 
cially to the people of IHinois, and natu- 
rally this department views with con- 
cern the present situation as outlined in 
the recent report of examination. 

“The department is impressed particu- 
larly with the report of examination 
which discloses that it has been neces- 
sary to sell approximately $3,250,000 of 
its securities during the last ten months 
to meet the payment of current claims; 
that the volume of securities necessary 
to be sold is increasing from month to 
month and no new investments are be- 
ing made. 

“It is further estimated from the ex- 
amination report that if no change had 
been made in the rates, all of the assets 
of the society pertaining to this class 
would have been depleted in about four 
or five years, so that, at the end of that 
time, the society would have no funds 
available for the payment of claims ex- 
cept the assessments or dues received 
from its members, the total of which, 
however, at the rates operative prior to 
the last head camp meeting would be 
totally inadequate to meet the payment 
of claims. 

“These facts, taken from the exam- 
ination report, appear to indicate unerr- 
ingly the urgent necessity for some solu- 
tion of this problem and alarming con- 
dition. It is axiomatic that all business, 
and especially fraternal insurance, must 
reflect in its receipts an amount greater 
than its expenditures.” 


Pan-American Life 


Life announces 
additional insur- 


The Pan-American 
that it will consider 
ance without medical examination on 
the lives of those who have become 
policyholders within the last two years. 
The maximum amount of insurance on 
this plan is $3,000. If the policyholder 
already has insurance in the company, 
the total maximum is $9,000. The non- 
medical is available to male applicants 
between ages 15 and 45, inclusive. It 
will write both disability and double in- 


demnity benefits on this plan. No term 
insurance will be written on the non- 


medical blank. 





———— 
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CASSIDY MAKES BIG SUCCy 
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One of the interesting features o 
Western & Southern’s progress for; 
first half of 1929 has been Division 
steady advance to the leadership yy 
the direction of its new superinteny 
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of agencies, Joseph D. Cassidy, wp ago, No 
serving his first year at the help Budd fre 
this division. No. 11. 
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His plan of systematic visits to his ¢ ville, Ind. 
trict offices and coming in personal t Evans 
tact with each individual agent, ass ‘ovingtor 
ant superintendent and superintend rom trai 
has resulted in more constIstent incrgmerashier a 
ever since he assumed jurisdiction » rom trai 
Division C. Mrashier at 
Mr. Cassidy began, like all! succes 
life insurance men, as a straight W 
vassing agent and rose step by ste e 
the position of assistant superinten Agent \ 
and superintendent. He has served! ntered tl 
Western & Southern for 23 years. j Souther 
was superintendent at South Bend, ls . Laihr, 
Lima, Ohio; Dayton, Ohio, and Cir how a 20 
nati. He was appointed superinteni@gare: Assi, 
of agencies Nov. 19, 1928. West, J. 
Walkowia 
East Li 
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Announced and Several Shifts Former 
Have Been Made ef Cincinn 
ice in char 
frict office 
The following have been promote een prom 
the John Hancock Mutual from agé nt at Jol 
to assistant district managers in Gy 
districts of their service: Harry 017 
Chicago, No. 11; Herman Rk. Scha Hon 
Chicago, No. 11; Levi L. King, Harry R 
Michael J. Scanlon, Columbus; Frog redential 
Hillinker, Chicago, No. 3; Chester iened tt 
Walters, Chicago, No. 5; Elisha owl 
Guthrie, Grand Rapids; Frederict heat 75 a 
Scherf, Camden, N. J.; Harry F. Li pd 
Baltimore, No. 2; George E. Kel... = 
Canton, O.; Roy R. Drowty, Chicag®’ Mr 4 
6; Samuel A. Giordano, Trenton, » won ric 
Don O. Freeland, Grand Rapids; J® e ark in 
now re 
s pend seve 
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A REAL OPPORTUNITY 
DAYTON, COLUMBUS 
SPRINGFIELD, OHIO 
Presents itself for a high 
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ordon, Valisades; Lemuel E. McKee, 
sary, Ind; John Blease, Pawtucket, R. 
: Leo J. Rafferty, So. Bend, Ind.; Chas. 
vy. Scanlon, Springfield, Mass.; Roy E. 
rairns, Detroit, No. 1; James R. Morri- 

SCCEMon, East St. Louis, Il. 

Agents promoted and transferred are: 
warry Uttal from Albany to Schenec- 
of D ady; Lawrence A. Donohue from Phila- 
uthen  delphia, No. 5, to Wilmington, Del.; 
Jacob A. Schneer from Germantown, 
Pa, to Wilmington, Del.; Leon _R. 
Faucher from Chester, Pa., to Wilming- 
es of on, Del.; Harold B. Wyman from Flint 
for { 9 Grand Rapids; Carl J. Lundgren from 
rision ‘ew York, No. 6, to Elizabeth, N. J.; 
ip uagmecalvin C. Young from Chicago, No. 6, to 
intendameChicago, No. 8; Jos. J. Stiller from Chi- 
whe ago, No. 5, to Chicago, No. 8; Chas. J. 
helm #Budd from Chicago, No. 10, to Chicago, 











o, 11. 

§ divis Assistant district managers trans- 
and waferred in like capacity are Albert C. 
accour unt from Buffalo, No. 2, to Detroit, 
small ‘o. 1; Edw. C. Chapin from Baltimore, 
high » io. 2, to Wilmington, Del.; Albert J. 
gest | Burke from Trenton to Wilmington, 
is is ¢ el. 

its er Other changes are Richard A. Mosier, 


incre rom clerk at Cleveland, No. 1, to cash- 
le has{ er at Canton, O.; Louis M. Crowley, from 
ined qagmeashier at Canton, O., to cashier at Chi- 
motion ago, No. 5; Carl F. Evans, from cash- 
Southammer at Louisville to cashier at Evans- 


o hisé ille, Ind.; Joseph F. Wall, from cashier 
sonal t Evansville to cashier at Newport- 


nt. ass ovington, Ky.; Merlin M. Bailey, Jr., 

rintend rom training cashier at Indianapolis to 

t incre ashier at Louisville; Verl S. Mitchell, 

ction aqgitom training cashier at Aurora, IIl., to 
ashier at Sioux City, Ia. 


success ——_ 

_— Western & Southern News 

rintend Agent W. G. Green, Maysville, Ky., has 
served ntered the 30-year class of the Western 
rears. | Southern Veterans Legion, and Agent 
Zend, h . Laihr, Columbus South District, is 
vd Cine how a 20-year man. New 15-year men 
rintené re: Assistants F. Johnson, Cincinnati 


West, J. Dixon, Dayton, and Agent J. 
Walkowiak, Cleveland South. 

East Liverpool, Ohio, under Superin- 

ANCOC endent A. C. Wilson, is the leading dis- 

rict in ordinary for the first half of 

3929. Superintendent O. <A. Colvin, 

kron, has the leading district in indus- 








ave rial 

Shifts Former Superintendent Lee Wittrock 
of Cincinnati has again entered the serv- 
ice in charge of the Louisville East dis- 
Mrict office. Agent George D. Moon has 

omoted een promoted to assistant superintend- 






mt at Joliet, Tl. 






Honor Brice at Providence 


Harry B. Brice, superintendent of the 
Prudential at Providence, R. I., who re- 
igned after 35 years of service, was 
endered a dinner to which were invited 
bout 75 officers and agents of the local 
ffices with officials from other state 
ivisions. 

Mr. Brice went to Providence from 
ewark in 1895 to take the position he 
now relinquishing. He expects to 
pend several months in Europe. 
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utual of Baltimore Makes Changes 


R.G. Todd, for the past year manager 
the Wilmington district of the Mutual 
fe of Baltimore, has been transferred 
Manager of the Washington district 
aE. Dent, formerly acting manager at 
ashington, becomes manager of the 
ilmington district. 

Walter Schuessler, formerly assistant 
anager in Pittsburgh, has been ap- 
aed manager at McKeesport, Pa., and 
ie as a ring assistant mana- 
’ iore, has been promoted to 
; "ager of the Hagerstown district. 






















Conservative Life Promotions 


ey Potts vho has made a splendid 
ife An an nt for the Conservative 
°f South Bend at Fort Wayne, Ind., 
i. Promoted to superintendent at 
= ge Agent Lee Ashmore of 
ees is promoted to superintendent 
aay Ind. His record shows that 
Eo Loe all the business written by 
g in “a a new homes, the balance be- 
tc ye A his debit. Superintend- 
ict is n nfesty of the Muncie dis- 
Promoted to special home office 


Presentative. He wi 
. > will travel through 
diana and Michigan, - 


















+ Offices of the Columbian 
» under the direction of 
Intire, general agent, are 
to the Financial Center 


we 


|Farm Loans Are 
in Better Shape 


(CONTINUED FROM PAGE 3) 


mortgages are eating up interest and 
other charges, amounting to over 50 per- 
cent of the loan. And yet even this 
bank feels hopeful of the future and ex- 
pects to pull out safe and sound. 


Other Sections Hit 


The Pacific northwest is not the only 
section seriously affected. The St. Paul 
bank has to contend with the wheat 
farming situation, the Baltimore bank 
with a serious situation in Porto Rico, 
the New Orleans and Wichita banks 
with the Mississippi floods, and fore- 
closures on small mortgages of $1,000 
or less in the flood area are increasing 
rapidly. 

In Illinois the New York Life is said 
to own 800 foreclosed farms. The Union 
Central at its Los Angeles convention 
reported an improved farm _ situation 
and a very hopeful outlook. Even the 
most conservative investors in farm 
loans have not come off scot free, but 
it is generally conceded the worst is 


over. 
Dry Farming Loss Heavy 


The worst experiences have been in 
the dry farming and irrigation areas. 
In the latter the irrigation charges have 
eaten up the margins and some losses 
will undoubtedly result after the profits 
from the sales of farms have been bal- 
anced against the losses. 

In some sections the federal farm 
loan banks have been the victims of 
political influences in the appointment 
of poor appraisers, etc. It would be 
hard to say whether the life companies’ 
experience has been worse than that of 
the federal banks, on the whole. 

The federal farm loan banks receive 
on an average 5% percent interest, some 
5% percent, others as low as 5 percent. 
The life companies and other private 
investors receive usually a somewhat 
higher rate, but in some cases the life 
companies actually compete in rate with 
the federal banks. The Prudential has 
sought large and desirable farm loans at 
as low as 5 percent. 

Cite $100,000,000 Saving 


The federal banks estimate they have 
saved the farmers of the country as 
much as 100 millions per year through 
lowering the average rate on their own 
loans and through competition with pri- 
vate investors forcing the average rate 
down as much as two percent. 

It is not likely that the life companies 
will change their policy materially and 
withdraw from farm loans. The farm 
s'tuation is becoming better every day 
as farming is adjusting itself to the new 
conditions and the old bad loans based 
on the war values are being weeded 
out. The amortization plan makes every 
loan on which the payments are kept 
up better each year. 

While no doubt there is still a large 
number of farms on which foreclosures 
have not been made on which they 
should and will be, by far the greater 
number of poor loans are “in the clear.” 


U. S. Body Justifies New 
Plan to Tax Companies 


(CONTINUED FROM PAGE 3) 


ment for the future as in the past, which, 
for the reasons given, seems proper, the 
next question that arises is, what con- 
stitutes a reasonable tax on life insur- 
ance companies? 

“It is obvious that the determination 
of a reasonable tax for insurance com- 
panies to pay is a matter of judgment, 
as long as the regular statutory tax is 
not to be levied. 

“In spite of the difficulty of such @ 
determination, computations for such a 
reasonable tax will be made as follows 
for the year 1927: 

“Maximum determination: Gross in- 
come interest, dividends and rents, $657,- 
755,000; capital gain {add), $8,523,000; 











GREATER BY 140% 


Would you not welcome a way to more than double 
your earnings? 

In the first year on our New Low Rate Life plan 
the average policy was $8,044. On all plans the pre- 
vious year the average policy was $3,350. 


Fidelity Agents 
Prospered Accordingly 


Fidelity’s modern selling tools include also a pro- 
ductive lead service — 29,390 direct leads were dis- 
tributed to Fidelity Agents last year. More than $400,- 
000,000 insurance in force. Contracts available in 
thirty-nine states. 


Write for Booklet “What’s Ahead?” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Well Equipped 


Des Moines Life Agerits are ade- 
quately equipped by thorough training 
and experience to assist their clients 
in analyzing their insurance needs and 
in planning future requirements in a 
practical and efficient manner. Modern, 
flexible policies make “programming” 
easier. 


“This is the Company of 
Co-operation” 
Do you need our help? 

















Satisfying Service 


THE MUTUAL BENE- 
FIT LIFE writes policy 
contracts that meet the needs 
of the people; assists its 
agents in presenting these 
contracts; and gives to 
policyholders a service that 
satisfies. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 
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tax-exempt interest and domestic divi- 
dends (subtract), $33,730,000; total tax- 
able income, $632,548,000; investment 
and real estate expenses, 
net taxable income $591,121,000; tax at 
5 per cent rate (the normal tax on in- 
dividuals instead of corporate rate), $29,- 
560,000. 

“Minimum determination: Increase in 


surplus funds, $161,804,878; dividends to ! 


stockholders, $18,258,987; total, $180,- 
063,865; tax at 13% percent (corporate 
rate), $24,308,622. 

“The basis for the maximum determi- 
nation is as follows: It would be unfair 


$41,336,000; | 


to tax the net taxable investment in- 
come of life insurance companies at a 
| rate greater than 5 percent which is the 
normal rate on individuals, for to do so 
would be to tax practically every in- 
dividual having a policy at a rate higher 
than he would pay if the income accrued 
to him direct. It will be noted full re- 
lief is given for dividends and _ tax- 
exempt interest in arriving at taxable in- 
| come but that capital gains and losses 
| are included in the computation. 

| “The basis for the manimum computa- 
| tion is as follows: 
| “The increase in surplus indicates the 
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“Policy Holders’ Month.” 


and the second greatest total 
history. 


Established 1879 





FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 


The paid-for production of $17,708,649 was the greatest October total, 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


for any month, in the Company’s 


DES MOINES, IOWA 
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Summer 
Selling 





profits made and not allocated to the 
benefit of the policyholder. The reserve 
indicates the interest of the policyholder 
in the company. If the increase in re- 
serve for all reasons, including the ad- 
dition of the legal interest earned on 
such reserve is entirely exempted from 
taxation, it would certainly seem fair 
to tax the annual increase in surplus 
plus the dividends to stockholders at the 
full corporate rate (13% per cent). The 
tax “— not fall on the policyholders 
at all.” 


Northwest Now 
Nearer to East 


(CONTINUED FROM PAGE 3) 


Life, died a short time ago. Whereas, 
the Samuel family, father and_ son, 
managed the Equitable of New York, 
the Morgans, then at Portland, and for 
a time at San Francisco, had the old 
Hartford Life & Annuity and Preferred 
Accident and for a time the Connecticut 
Mutual. Being accustomed to selling 
Preferred Accident insurance with life, 
when they organized their new company 
they made the cornerstone the writing 
of a 3-in-1 policy, combining life, acci- 
dent and health. 

The Samuels provided for mutualiza- 
tion from the beginning, out of their 
experience with the Equitable, while the 
Morgans carried on the life, health and 
accident idea. The Northern Life wrote 
16 millions the first six months. Its 
new building is the outstanding office 
building of Seattle and has made the 
company known throughout the state of 
Washington where it was not known 
before. 


Believe in Home Companies 


The home company life insurance 
idea stands so well in Washington that 
the president of the largest bank in 
Seattle, with a little preparation, was 
able to call a meeting of prominent citi- 
zens and organize a new million-dollar 
company, the Washington Life, with 
one-half the stock subscribed at the 
meeting and the remainder within the 
next few days, all without promotion 
expense except for a few small items 
such as printing, etc. 

However, the Pacific Northwest has 
had its unfavorable experience with pro- 
motions and consolidations. The weak- 
lings, however, have now been cleared 
out. The Guardian, Empire of Seattle, 
Columbia Life & Trust of Portland, 
First National of Tacoma, American 
Life & Accident of Vancouver, and 
Western Union of Spokane, all con- 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 

HARRISON B, SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 
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tributed to the experiment. The lat 
was a success financially and ma¢e . 
fortune in the sale to the Sun Life {,, 
R. L. Rutter, the banker, who gathers 
in the stock at various prices and go\ 
out at a large figure to the Sun. : 


New Company Formed 


A new company, the Medical Lif 
has been organized at Spokane to x. 
tempt to take, in a measure, the plac 
left by the Western Union. Spokan 
still has the New World Life, which ; 
doing well. Another young company 
the Northwestern Life & Accident 
Seattle, is considered to have gooj 
prospects. 

The Pacific Northwest will have i 
share of life insurance companies anj 
the healthfulness of the climate, goo; 
investment opportunities, capable map. 
agement, etc., insure them a good {y. 
ture. 

An interesting point in connection 
with home company investments is tha 
some of the local companies virtually 
withdrew from the farm mortgage felj 
when the federal farm loan banks 
started and the interest rates went dowy 
so that their farm loan problem js 
almost nil. 


Tax Methods Are 
Subject of Study 


(CONTINUED FROM PAGE 5) 


without a complete rearrangement o/ 
the system of taxing general corpora 
tions in a different manner and at ; 
different rate from individuals. 

It was pointed out that the British 
system involved an optional method oj 
taxation by the crown, either on total 
net profit or on investment income, with 
assessment of a separate and indepen- 
dent tax upon the several branches of 
life insurance and without any further 
deductions, allowances or credits. 


Results of British Methods 


_ The effect of this, it was said, is that 
in Great Britain almost invariably or- 
dinary life insurance branches of 3 
company are taxed on their investment 
income less expenses of management, 
while industrial life branches are taxed 
on their total net profits. The method 
of taxing receipts from interests, divi- 
dends and rents less expenses was said 
to return a greater profit. 

British companies now file three re- 
turns, one on industrial life business, 
one on ordinary life and the third on 
other insurance business. 

“It must be remembered that the 
British do not impose a separate tax on 
corporations as is done in the United 
States, but that the same income tax 
applies to all ‘persons’ whether real or 
artificial,” the committee’s report stated 
“Corporations or companies in general 
in Great Britain are taxed on their proi- 
its for the preceding year, but any bus: 
ness dealing in investments is subject to 
the additional charge by the crown 0 
a tax on interest received from invest 
ments. 

“The buying and selling of invest 
ments is a necessity of insurance bus- 
ness and this option on the part of the 
crown is therefore held to be applicable 
to the taxing of insurance companies. 

Use Optional Methods 

“Naturally the crown exercises Me 
option yielding the greater tax which ™ 
the case of purely life insurance com 
panies almost invariably is the tax 
interest received from investment. U™ 
til as late as 1915 the effect of this oP 
tion was that companies doing a generé 
insurance business (including life inst 
ance) were taxed on profit, while com 
panies engaged in life insurance bus 
ness only were taxed on interest ™ 
ceipts, invariably a greater sum. 

The special committee recently tf 
ported on a tentative method of taxi 
American life companies under whic! 
it was estimated the 1927 tax would 
have been more than 
stead of the approximate 


$26,000,000 1 
$9,000,000 
and paid 











which actually was assessed 
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Some Points on Selling Insurance Brought | 
Out by Various Men at the Agency 
Convention of Northwestern Mutual 


At the agency convention of the 
Northwestern Mutual Life Hugh C. 
White declared that time is the biggest 
asset which there is in business. In 
opening his address he suggested that 
an agent should put some investment 
into his business in the way of office 
equipment, or helps which will aid him 
in organizing his time to an advantage. 
Mr. White told how his own work is 
outlined for two months in advance with 
the program for each day ready on a 
card for his attention in the morning. 
He also told of methods such as birth- 
day letters, change of age letters, which 
he called simple little investments in 
business that get good results if the 


agents will follow them through, but | 


which do not mean a thing otherwise. 


Should Establish a Quota 
for the Year’s Work 


At the beginning of the new year the 
agent should set out his annual quota, 
and then set his weekly quota, Mr. 
White said. He then suggested that 
every man should have one planning 
hour for that particular day’s work, and 
that out of 39 hours of work there 
should be five hours of planning. The 
best planning hours, the said, are from 
§to 9 o’clock in the morning. 

In planning it is well also to plan the 
type of men the agent is going to talk 
to. If the agent takes stock of his pros- 
pect he will find that he is doing his 
best business for one type of prospects. 
It would be well to classify prospects, 
and take the type into consideration in 
your plans. The use of all other gifts 
depends on time, he concluded, and for 
this reason he believes it is perhaps the 
most precious natural gift of life. 


More Power for the 
Man Power of the Company 


J. F. Oates of Hobart & Oates, 

cago, remarked on the great debt which 
modern business and industry holds to 
universities, showing that the univer- 
ity is not so secluded that it cannot 

mpreach problems of modern salesman- | 
p. Business is going to be helped by > 


|} ers are 


| posed to commercialized selling. 


| ley general agency, Newark, N. J., em- 


| inclination to think about personal af- 


| office, Mr. 
| should therefore have a point of contact 


Chi- | 


the universities, Mr. Oates asserted. He | 
also commented on the “conversational | 
strategy” which had been worked out | 
for agents which if followed would en- 
able an agent to handle all situations. | 

One session opened with a general | 


conference on “More Power for Man- | ; 


power,” with Arthur C. Hoene, general 
|agent at Duluth, Minn., as_ general 
chairman. 


W. Ray Chapman, assistant superin- | 
tendent of agencies, in his talk main- | 
tained that the American people have 
become “insurance conscious.” Sales- 
manship today, with the competition 
involved from all lines of industry, as 
well as in the insurance field, has de- | 
veloped to a point where it requi ires | 
systematic planning. Many policyhold- | 
now looking for one agent to 
take care of complete coverage for them, 
Mr. Chapman pointed out, bringing the 
trend to professionalized selling a op- 
t is 
no longer a matter of selling policies in 
life insurance, but of furnishing a finan- 
cial service to policyholders, he asserted. 


Rowley Gives Advice on 
Conducting Interviews 


W. E. Rowley of the Gooding & Row- 
phasized real life insurance interviews, 


as compared to life insurance interviews. 
The average person has a natural dis- 


fairs, especially the business man in his 
Rowley said. The salesman 





which will disinterest him in the busi- 
ness in hand, and interest him in per- 
sonal business. He recommended as one 
of the effective mechanical aids for this 
the special system developed by 
August Rosenberg, agent for the North- 
western Mutual Life in New York. 
Myron H. O. Williams, general agent 
at Seattle, emphasized the idea of serv- 
ice for life insurance clients in the sell- 
ing scheme of the agent who is looking 
toward building a good future business 
for himself. 
John C. Hook, with the W. F. 


Mc- | 


Caughey general agency at Racine, Wis., 
told how he gets interviews. Mr. Hook 
came into the insurance business after 
some years as a piano salesman, and he 
pointed out how this selling experience 
enabled him to learn how to approach 
people and get interviews. “The first 
impression, while it may not be lasting,” 
said Mr. Hook, “lasts long enough to 
| make or break a sale.” 

There is nothing men put 
money into, and know so little about as 
life insurance, Mr. Hook said, and he 
pointed out the importance of women 
in any sale including life insurance, 
since women control 80 percent of all 
purchases. He emphasized strongly the 
fact that the life insurance salesman 
must sincerely mean to do something 
for somebody else, not thinking only of 


so much 


| the commercial aspect. 


| Salesman Must Have 


Definite Objective 


J. Hicks Baldwin and Philip L. Bald- 
win, Washington, D. C., in an address 
on “Perfected Canvasses,” brought out 
the fact that the salesman must have a 
definite objective and definite plan on 
his campaign for selling. He must know 
something about the client’s situation so 
he can fit the insurance to the client's 
needs. 

Joseph T. Gallagher, assistant super- 
intendent of claims, discussed the 
options of settlement in operation. This 
was taken up in various aspects, Mr. 
Gallagher explaining the use of option 
settlements as compared with the trust 
company from the viewpoint that while 
neither is superior in method, either may 
be better when applied to specific cases, 
and he took up the application of the 
proper method for certain situations. 


Conference Was Held 
on Business Insurance 


William Ray Chapman, assistant su- 
perintendent of agencies, was chairman 
of the business insurance conference, 
which was in effect a technical round 
table for agents selected by qualifying 


tests, having sold a certain volume of 
| business, and having the approval of 
their general agents The conference 


opened with a discussion of business in- 
surance by Mr. Chapman, in which he 


| compared business insurance to a three- 
| edged sword since it includes business, 
| personal, 


and property insurance. 








| from 


| canvass 





| field 


the easiest forms, Mr. Chapman said, 
but the agent must be able to address 
the business man in his own language, 
and to be able to speak about and un- 
derstand especially credit factors as well 
as current business facts, trends in mod- 
ern business and life, trade language, 
and balance sheets and income state- 
ments. The life underwriter would be a 
wonder if he knew what up-to-date 
credit managers know, Mr. Chapman de- 


clared. 

Frank J. Witmeyer, Detroit, Mich., 
told how he gets interest and results in 
business insurance. Mr. Witmeyer has 
the distinction of making an unusual 
record on business insurance, although 
he went into Detroit, a stranger, only 
a short time ago. He told how he sells 
life insurance as a business investment 
trust, of his pre-solicitation campaign, 
using the business investment trust 
his selling argument, and produced un- 
usual letterheads delineating his work as 
a business investment trust. 


Test School. Results 
in Sale of $166,000 


The first school ever conducted in the 
United States for developing potential 
assistants and district managers 
was held recently by the Syracuse, N. 
Y., agency of the Equitable Life of New 
York. In effect, the school was operated 
on the basis of a laboratory course 
where the fundamental principles of field 
assistants’ work were expounded and 
then practiced in the field under super- 
vision. 

In four half-days of supervised joint 
work, the eight members of the labora- 
tory class wrote a total of 14% appli- 
cations, with a volume of $166,000. The 
average size per case was $11,827. The 
impressive fact about the course is that 
all eight of the candidates were drawn 
rural or outlying districts and 
necessarily limited to purely cold 

solicitation. 
average age of the members of 
class was 34 years. All have been 
in the life insurance business for less 
than 14 months. W. L. Boyce, agency 
manager, acted as instructor. He dwelt 
especially on the need of building with 
a vision, definite planning, methods of 
closing and joint work, and means of 


as 
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The 
the 


Selling business insurance is one of | recruiting new men systematically. 








American Company,” 
degree of its service. 
broadens. 


embraced in its present service. 


M Nassau Street 
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‘In This Way We Measure’”’ 


LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 
years THE Mutuat Lire Insurance CoMPANY OF NEw York, the “first 
has measured its success by the scope, manner and 
In stich a way it is measuring now as its service 


Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 


It welcomes as field representatives those who know that success is 


according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 


New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and of Agencies 














tte 
————, > 


SAFETY 
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J. T. MAYALL 
Vice Pres. & Agency Mgr. 


D. SHARPE 
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PROTECTION 


A company whose 
ideas are in accord 
with modern times 


For Agency Opportunities, Write 


AMERICAN SAVINGS LIFE 
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KANSAS CITY, MISSOURI 
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Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 


2. Personal Life Monthly Income for Rejected Risks. 
8. The Best and Most Liberal Sub-Standard Facilities. 


4. Children’s Educational Policies age 1 day to 10 years. 


5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer liberal and prof- 


desirable 


Address S. M. CROSS, President 


OLUMBIA LIFE 


We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and 


Very territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Chicago Force 
Is Reorganized 


(CONTINUED FROM PAGE 5) 


ance Exchange branch several months 
ago, will be in charge of instruction and 
training agents in Chicago territory. 
He has already established a school to 
train new agents, as well as an advanced 
course. He has been with the company 
since 1924, having started as field assist- 
ant in Omaha and working up to assist- 
ant manager there. 

Franklin Toops, manager at Louis- 
ville for the last six years, has been 
made assistant manager in the Insur- 
ance Exchange office, in charge of 
agents in the “corridor and live-wire 
row,” which includes many leading pro- 
ducers. ‘He joined the company as spe- 
cial agent at Columbus, O., in 1920, and 
two years later was appointed assistant 
manager. In his new duties he will be 
assisted by Robert F. Sears, Jr., who has 
served the Travelers in Chicago as field 
assistant for two years. 

Amos C. Sterner, assistant manager 
at Kansas City since 1927, and pre- 
viously for three years a field assistant 
there, will be in charge of conservation 
in Chicago, with title of assistant man- 
ager. His duties will involve organiza- 
tion and development of this new de- 
partment. Mr. Sterner will be assisted 
by Emil H. Frank, assistant manager in 
the Insurance Exchange office for the 
last four months, and prior to that man- 
ager for more than a year of the Law- 
rence avenue office, Chicago. 

Charles W. Y. Loucks, assistant man- 
ager at San Francisco for the last four 


years, will have charge of the agency 
room of the Insurance Exchange 
branch. He has had wide experience in 


agency work in his nine years with the 
Travelers. 

In directing work of the agency room 
Mr. Loucks will be assisted by Tyrrell 
R. Miller, transferred as field assistant 
from South Bend, Ind., and Hugh A. 
Tuttle, field assistant in Chicago for the 
last two years. Mr. Miller is a graduate 
of the University of Chicago, where he 
was prominent in athletics and won the 
name of “Kicks Miller” because of his 
football prowess. Mr. Tuttle has been 
connected with the Travelers in Chicago 
since 1926. 

Frank Wiglesworth, assistant man- 
ager at Louisville before he was trans- 
ferred to Chicago several months ago, 
will be in charge of the 63rd street 
office, Chicago. Since his arrival in 
Chicago Mr. Wiglesworth has been in 
charge of the Insurance Exchange 
agency room. Eugene R. Buss, Jr., 





field assistant in the Insurance 
change office for more than two year 


will be associated with Mr. Wile. 
worth as*field assistant. 

Arthur J. Johnson, assistant manag 
at Seattle since 1925, will be in charg 


as assistant manager of the Logs 
Square office, succeeding Frank 4 
Miles, field assistant, who has be 
transferred to the Lawrence ayeny 
office. Mr. Johnson has been With th 
company for seven years, serving x 
special agent in Des Moines, la, » 
then as assistant manager there. 4 
Seattle he supervised group business » 
the Pacific Northwest. 

George W. Watson has been tray. 
ferred from Providence, R. I., to (hy. 
cago as assistant manager in charge 9 
the Michigan avenue office. Mr. Wy. 
son joined the Providence branch 
field assistant in 1926. 

Douglas S. Perry, field assistant » 
New Haven, Conn., has been trans. 
ferred to the group unit in Chicag 
under direction of Perry T. Carte 
assistant manager. Mr. Perry has bee 
with the company more than thre 
years, and previously represented a. 
other company. Mr. Carter has hee 
assistant manager in Chicago sine 
1928. 

William H. Kolb, Jr., son of the lay 
William H. Kolb, for many years map- 
ager for the Travelers in Chicago, ha 
been promoted from the field servic 
division in the home office group depart. 
ment to group assistant in charge 
detail group operations in Chicago. 

Earl A. Walker, assistant manager of 
the Kedzie Avenue branch, Chicago 
since 1927, remains in charge of th 
company’s business in that office. 

At Baltimore Mir. Mason’s successor 
will be E. L. Anderson, who has served 
the company in that territory as asssis- 


ant manager since 1928. Mr. Ander 
son’s first service with the Travelers 
was as field assistant in Baltimore i 
1926. 

Edmund P. Wesley of Dallas, Tex 
succeeds Mr. Toops as manager # 
Louisville. He first served the com- 


pany as agent, then as field assistant in 
the Oklahoma City and Dallas branches 
Since 1925, he has been assistant mat 
ager in the Dallas office. Mr. Wesley’ 
successor at Dallas is Ernest R. Landes 
who has been connected with the Okle 

homa City office as field assistant since 

1926. 

Mr. Loucks’ successor at San Frat 
cisco will be Randall H. Hepfer, wh 
became field assistant at San Francise 
in 1924. He was made assistant mat- 
ager in 1925 and was transferred in tha! 
capacity to Oakland in 1926. 


ee 





ganization. 


motion comes. His character, 


One of the young Legal Reserve , 
an Actuary who has had some experience in developing an agency oF 


We do not want a man out of a job. 
in’ his present position may feel that it will be a long time before pro- 
industry and education must be 


ACTUARY—AGENCY DIRECTOR DESIRED 
An Opportunity for the Right Man 


Life Insurance Companies want: 


We desire a young man whe 


above 








question. All correspondence and negotiations strictly confidential. 
INSURANCE COMPANY If interested address 
Cincinnati, Ohio N-6, The National Underwriter. 
——————— 
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Our Motto for 78 Years 


Ask Any Berkshire Agent 
BERKSHIRE LIFE INSURANCE CoO. 


Incorporated 1851 


PITTSFIELD, MASSACHUSETTS 


1929 


Co-operation - Sincerity - Service 


UNDERSTANDING - 


APPRECIATION 





—these are things that count 


Home Office 




















The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Ralph H. Rice, President 


Kansas City, Mo: 


— 












| 


See EEnE 




































































1 | 


In 


Lice BE. 
» Year 


Wich 













Manage 
n Charg 
Log 
rank 4 
las bee: 





aveny 
with th 
rving x 
la., anj 
ere. Ay 
SINESS » 


Nn trans. 
to Chi. 
harge ¢ 
ir. Wz. 
anch x 


Stant a 
1 trans. 
Chicag 
Carter 
las bees 
n three 
ted an. 
as beer 
> since 


the late 
rS mat- 
go, has 
service 
depart. 
arge of 
go. 

ager of 
“hicago 
of the 


ccessor 
served 
asssist- 
Ander 
‘avelers 
1ore in 


, Tex 
ger af 
+ COM 
tant m 
anches 
t mat- 
esley’s 
andes 
Okla- 


t since 


Fran- 
, wh 




























THE MINNESOTA 
MUTUAL LIFE 





Insurance Company, a purely mutual company with a total of over $172,000,000 


Insurance in Force has excellent General Agency openings in Ohio and 
Indiana which include 


CINCINNATI 
TOLEDO 


INDIANAPOLIS 


The Minnesota Mutual offers a definite program, personally directed by 


a member of the Home Office Agency Department, for selection, training and 
supervision of men together with personal sales helps recognized asamong the best. 


Address in Confidence 


J. Herbert Snyder, Supervisor Central Agencies, 
815 ist St. So., Louisville, Kentucky 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 


























Opportunities 


open for 
Managers in: 


Minnesota— 
lowa— 


In lowa—write to 


—Write! 


F. C. Crowell, Supervisor 
342 Insurance Exchange 


Des Moines, Iowa 


NatNlhonaly? 
. Insurance Company 


MADISON, WISCONSIN 














WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 
































What Does It Mean? 


The first six months of 1929 
showed a gain in business in force 
for the Peoria Life that was 85% 
of the gain for the entire year of 
1928—and practically equal to the 
whole year’s gain in 1927! 








Some remarkable records were 
produced during this period. May, 
which is dedicated in honor of 
President Emmet C. May, was the 
largest month’s writing in the his- 
tory of the Peoria Life. June 
brought by far the largest month’s 
net increase the Company has ever 
enjoyed. 


What does it mean? Not that 
the Peoria Life has expanded its 
field: we have entered no new ter- 

















Peoria Life Insurance Company 








ritory, established no new agencies. 
Not that our Agency Force has been 
so much increased: the number of 
our agents is only slightly greater 
than a year ago. 


This noteworthy progress is pos- 
sible because the business of life in- 
surance is good for good agents 
having good policies to offer, and 
well supported by practical, thor- 
ough Home Office co-operation. 


The consistent, rapid growth of 
the Peoria Life since its organiza- 
tion—now nearing the $200,000,000 
mark—has been made by capable, 
well selected agents, steadily in- 
creasing their productiveness and 
their earnings through the well- 
known all-round Peoria Life Serv- 
ice to agents. The Peoria Life grows 
because it does help its men make 


good. 

















PEORIA, ILLINOIS 























